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& VENTILATING CO.,Inc. 


Exclusive Fan Makers 


Since 1886 


400 S. FRONT ST., MEMPHIS, TENN, 


Branches In 
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Sales Offices In Principal Cities 
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“We have found Plug-In Strip to be 
ali you ciaim for its ease of installa- 
tion on the job, the saving of labor, 
the complete service it renders and 
the economy as compared to indi- 
vidual outlets.” 

Electrical Contractor 


“Plug-In Strip lends itself to a multi- 
plicity of applications, and we now 
nave not only electrical contractors, 
but also department stores and in- 
dustrial accounts using this type of 
convenience outlet system.” 


Electrical Wholesaler 


“We have several contracts on office 
buildings that were awarded after the 
brick walls had been erected and the 
tenant space not yet sub-divided. 

The problem was how to get an 
adequate number of outlets to meet 
unknown demands with a minimum 
amount of brick and concrete cutting. 
We found Plug-In Strip to be the per- 


fect answer.” ; : 
= Electrical Contractor 


“In our new office addition, we have 
used LOPO-TRIM to carry telephone 
circuits and CF2 606-18 PLUG-IN 
STRIP in 110v outlets for office 


2>quipment.” 
atti ' Manufacturer 


“Your new Plug-In Strip with its cut- 
in-the-field feature and fast method 
of connection is a big improvement.”’ 


Electrical Contractor and Engineer 


“Especially in renovating, we found 
that Plug-In Strip installed very 
smoothly, eliminating considerable 
amount of breaking into the struc- 
tures... We are proud of our instal- 
lations, have made profitable jobs, 
and lastly our electricians like to 


work with it.” : , 
cat oo Electrical Contractor 


“We have found that there is no waste, 
and Plug-In Strip was very easy to 


install. Electrical Contractor 


“In every case the installation of the 
required number of duplex outlets 
would have been more costly than 
Plug-In Strip. Also we found Plug-In 
Strip to be very profitable material 


ica Electrical Contractor 


“T have installed Plug-In Strip 
throughout my new ranch house.”’ 


Home Owner 


You'll like this revolutionary multi-outlet assembly 
too. It gives you a S-P-R-E-A-D of electrical outlets 


—spaced every 6" or 18" apart. 


@ No soldered or screwed connections. 


@ A cut-in-the-field product. 


locked on. 








“We are more than pleased with this 
‘low-cost’ method of adequate wir- 
ing, and recommend it for stores, 
homes, industrials, hospitals, hotels 
and anywhere that adequate outlets 


are required.” : 
1 Electrical Contractor 


“In some of the residences we have 
built, we have used your Plug-In Strip 
exclusively rather than the conven- 
tional duplex receptacle arrangement.” 


General Contractor 


“Industrially, the uses of Plug-In 
Strip are innumerable We have 
used the strip to great advantage on 
electrical work-benches, radio work- 
benches, etc. It allows the use of 
soldering irons, small electric motors, 
light welding, etc.,all at the same time.” 


Electrical Contractor 


Excerpts from letters. Names on request. 
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National Electric Products Corporation 
1310 Chamber of Commerce Building 


Pittsburgh 19, Pa. 


NAME 


ADDRESS 


Please send me your Catalog CF-2 on the NEW NE 
Plug-In Strip. 
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Fully automatic! This signal light glows 


temperature is reached. Thermostat then maintains whatever heat 
you select. Uniform results—uniformly good! 
add much to appearance and utility. Durable, 

One set of grids! Makes evenly browned waffles on one 
reverse the grids and you have : 


sandwiches or frying chops, eggs, pan 


1] 
or, QUICKLY 
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This latest arrival in the Dominion family of traffic appliances 





Win $100—Win one of these beautiful Combination Grills! This is an 
-asy contest—no box tops, no jingles, no essays! 
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“We have found Plug-In Strip to be 
ali you claim for its ease of installa- 
tion on the job, the saving of labor, 
the complete service it renders and 
the economy as compared to indi- 
vidual outlets.” 





Electrical Contractor 


“Plug-In Strip lends itself to a multi- 
plicity of applications, and we now 
nave not only electrical contractors, 
but also department stores and in- 
dustrial accounts using this type of 
convenience outlet system.” 


Electrical Wholesaler 


“We have several contracts on office 
buildings that were awarded after the 
brick walls had been erected and the 
tenant space not yet sub-divided. 

The problem was how to get an 
adequate number of outlets to meet 
unknown demands with a minimum 
amount of brick and concrete cutting. 
We found Plug-In Strip to be the per- 


fect answer ‘ : 
Electrical Contractor 


“In our new office addition, we have 
used LOPO-TRIM to carry telephone 
circuits and CF2 606-18 PLUG-IN 
STRIP in 110v outlets for office 


ie teaiananl Manufacturer 


You'll like this revolutionary multi-outlet assembly 
too. It gives you a S-P-R-E-A-D of electrical outlets 


—spaced every 6" or 18"' apart. 













“Your new Plug-In Strip with its cut- 
in-the-field feature and fast method 
of connection is a big improvement.” 


Electrical Contractor and Engineer 


“Especially in renovating, we found 
that Plug-In Strip installed very 
smoothly, eliminating considerable 
amount of breaking into the struc- 
tures... We are proud of our instal- 
lations, have made profitable jobs, 
and lastly our electricians like to 


work with it. Electrical Contractor 


“We have found that there is no waste, 
and Plug-In Strip was very easy to 


install.” ’ : 
= Electrical Contractor 


“In every case the installation of the 
required number of duplex outlets 
would have been more costly than 
Plug-In Strip. Also we found Plug-In 
Strip to be very profitable material 


ee Electrical Contractor 


“I have installed Plug-In Strip 


throughout my new ranch house.”’ 


Home Owner 


NAME 
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“Industrially, the uses of Plug-In 
Strip are innumerable We have 
used the strip to great advantage on 
electrical work-benches, radio work- 
benches, etc. It allows the use of 
soldering irons, small electric motors, 


light welding, etc., all at the same time.” 


Electrical Contractor 


Excerpts from letters. Names on request. 


— Prcocrbucts 





National Electric Products Corporation 
1310 Chamber of Commerce Building 
Pittsburgh 19, Pa. 


Please send me your Catalog CF-2 on the NEW NE 
Plug-In Strip. 
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COMBINATION WAFFLER & GRILL 






Fully automatic! This signal light glows when proper cooking 
temperature is reached. Thermostat then maintains whatever heat 
select. Uniform results 1] 

; 


-uniformly good! Cool, plastic handles 
add much to appearance and utility. Durable, chrome finish. 


you 

One set of grids! Makes evenly browned waffles on one side, 
or, quickly reverse the grids and you have a roomy grill for toast- 
frying chops, eggs, pancakes, etc. No probl 
-they are always in the appliance! 








ing sandwiches o1 
of storing an extra set of grids- 








This latest arrival in the Dominion family of traffie appliances 
bids fair to become one of the most popular in the line of ‘Family 


Favorites”. It’s definitely smart-looking, modern and 





Win $100—Win one of these beautiful Combination Grills! This is an 
easy contest—no box tops, no jingles, no essays! Here are the rules: 
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and your connection with the firm. Each of stions 
Mail to CONTEST, Dept. A, Dominion will win ypin- 


Electric Corporation, Mansfield, Ohio. ion of the 

This new grill will be on display, along with Dominion’ 

line of appliances at the National Houseware’s Show, Chicag 
January 13-20, Navy Pier, Booths 220-222. 


DOMINION ELECTRIC CORPORATION 
MANSFIELD 1, OHIO 
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As a Grill - Turn over the wartfle grids i 
and presto! —it’s a sandwich toaster or ° 
grill, ready to cook anything that’s fried 
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GENERAL 


2) 


CAT. NO. 6214 


ENCLOSED SAFETY SWITCHES ¢ SERVICE ENTRANCE EQUIPMENT 
BRANCH-CIRCUIT OR RESIDENCE PANELS * PANELBOARDS FOR 
LIGHT AND POWER DISTRIBUTION 


MORE AND MORE Electrical Contractors Specify “GENERAL” 


GENERAL 


SWITCH CORP. 


45 ROEBLING STREET, BROOKLYN 11, N. Y., U.S.A. 


SALES OFFICES 


-Amarillo, Texas *Chicago 14, Ill. Glassport, Pa. New Orleans 12, La. 
*Atlanta’ 3, Ga. Cincinnati 20, Ohio Houston 3, Texas *Philadelphia 47, Pa. 
*Baltimore, Md. Cleveland 16, Ohio Indianapolis 4, Ind. Phoenix, Arizona 





San Antonio 2, Tex. 
*San Francisco 3, Cal. 
*Seattle 4, Wash. 
Birmingham, Ala. Dallas 5, Texas *Los Angeles 13, Cal. “Portland 9, Oregon Spokane 8, Wash. 


*Boston 10, Mass. *Detroit 26, Mich. *Minneapolis 2, Minn. Princeton, Indiana St. Lovis 8, Mo. 


en ee ARIES EXPORT OFFICE: NEW YORK 11, N. Y. 
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... AND NOBODY CAN KNOCK THEM OFF... 


firmly fixed on their pedestals of top quality, perfect performance, exceptional durability in 


service, Slater Lifetime Wiring Devices need yield the place of honor to no other products in this 


C1 9 


field. From a complete family of items to fill a contractors every requirement, those exhibited here 


are outstanding examples: 


The +400 toggle 
and strength 

front, is ont 

hard usage. The 

ample extra size for ease and surety 


version of =2& ind has all the 


Contractors... 


Say Slater ELECTRIC | a | 


, stDeE, 
Write for free catalogue. wooP 
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IT’S A COMPLETE PACKAGE! 


Fan, Motor, and Shutter all in one unit 


JUST THINK OF IT! 

9500 CFM (with. shutter) 

from a fan only 38” x 40”. 
' Performance guaranteed. 


Yd MUNTER PACKAGE 
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Genile pull on chain starts 


fan, locking shuiter open, 


baked ivory enamel with 


modern metal trim. 





The Hunter Package Fan eliminates the big 
vest drawback to fan sales . . . expensive and 
troublesome installation. To install the Pack 
age Fan, one electrical connection and a ceil 
ing opening 38” x 40” is all that’s required. 
No trapdoor or suction-box needed. 

FAMOUS HUNTER FEATURES — |he Pack- 
age Fan is built of heavy-gauge steel, machined 
to close tolerances. | leavy-duty motor and 
factory-lubricated ball bearings give years ol 


trouble-free service. Quiet operation is as- 


4 
automatically. Finished in \ z 


Hunter engineers designed 


this compact new unit 
for top performance 
and easy installation 


sured by pertectly balanced blades, flexible sus 
pension arms, and rubber cushion mounting. 
WIDE-OPEN MARKET — | he market for the 
tWunter Package Fan is far less developed than 
for any other electrical home appliance. Sales 
potential is estimated at 3,000,000 . . . for 
existing homes, only. You will make more 
sales, easier, with the Package Fan, because it 
can be sold “installed” cheaper than any fan 
of comparable quality on the market. Mail 


coupon for full details. 


HUNTER FAN AND VENTILATING CO., INC., MEMPHIS, TENNESSEE 
Exclusive Fan Waters Stuce 1886 















How is YOUR company doing 
in this “EVERYBODY-BENEFITS” plan? 





EMPLOYEES BUYING 
U. S. SAVINGS BONDS 
VIA PAYROLL PLAN 

100% 





q(wey up here in 
many companies!) 


75% 
50% 


4 — your goal 


25% 

















AVERAGE INVESTMENT IN 
U. S. SAVINGS BONDS 
PER WORKER PER MONTH 


$30 — 
$25 
$20 + average 


$15 


$10 








Compare your employee participation 
with others who have Payroll Savings 


If the figures for your company fall below those shown 
above, you're missing your share of benefits of the Pay- 
roll Savings Plan! These benefits are described below. 
Nation-wide experience proves that when top manage- 
ment puts the “OK” on the Plan, its benefits rise sharply. 


BENEFITS TO EMPLOYEES: Every $3 invested in Savings 
Bonds pay $4 at maturity. Workers gain a 33’%% return 
on their money—enabling them in the future to buy 
more of the things they will want—plus the peace of 


mind that goes with regular saving. 


BENEFITS TO EMPLOYERS: The feeling of security that goes 
with participation in Payroll Savings makes workers 
more contented. Worrying less, they work better. Among 
the more than 20,000 large companies with Payroll Sav- 


ings, records show that—following installation of the 
\ 


Plan—production increased, absenteeism and accidents 
decreased ! 

BENEFITS TO THE NATION: The Payroll Savings Plan is a 
powerful deterrent to inflationary forces. Every Savings 
Bond dollar built up in the Treasury withdraws a dollar 





from the swollen spending stream. The Plan thus con- 


tributes to national security—which affects your security! 


WHAT CAN YOU DO? If your company has the Payroll 
Savings Plan, make sure it’s being adequately promoted 
— backed by your top executives—to bring your company 
its full measure of benefits. If you haven't yet installed 
the Plan, why pass up its benefits any longer? All the 
help you need is available from your State Director, 
Savings Bonds Division, U. S. Treasury Department. 
He is listed in your telephone book. Call him now! 
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| Do You Realize...? 
Over $75,000,000,000 worth of Savings Bonds have been 


bought since 1941. e 
More than % of this volume — over $50,000,000,000 —is still 
held by the purchasers. © 


During 3 months of 1948, 1,500 additional large firms in- 
stalled the Payroll Savings Plan. 

_ 
Via this plan, 7,500,000 workers are each investing 
on the average of $20 per month of their pay— 
more than $150,000,000 per month—in Bonds. 
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The Treasury Department acknowledges with appreciation the publication of this message by 





ELECTRICAL SOUTH 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and the Advertising Council. 
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Air Flight 
Displayed 
Booth 41 at 
Furniture Mart 


Wetcu welcomes their many 
friends, and dealers and distrib- 
utors alike to Space 41 on the 
17th floor of the American Fur- 
niture Mart on Lake Shore Drive 
in Chicago. On display wi] be the 
complete line of popular Arr- 
Fiicut Circulators. Sasi: Jan- 
uary 3rd through January 15th. 
Please drop around! 


New District Offices 
Opened in New York 
and Chicago 


This month Welch announced 
the appointment of Charles G. 


Pyle, Jr. as District Manager of 
the company’s new sales office 


conveniently located at 7 East 
42nd Street, New York 17. 
Telephone number Murray 
Hill 7-1961. In Chicago, Mark 
H. Hubbell has been appointed 
District Manager of the Welch 
sales office at 308 Madison Street, 
Oak Park, Illinois. Phone num- 
ber is Village 1323. 


New Welch 
Distribution Plan 
Highly Successful 


The W. W. Welch Company’s 
new policy of selling its famous 
Air - Fuicut Circulators only 
through wholesalers and distrib- 
utors is meeting with enthusi- 
astic response from both distrib- 
utors and dealers! Throughout 
the Welch dealer territories, all 
the former Welch direct dealers 
have accepted the plan with 
hearty approval. The 175 new 
Welch distributors report a 
great backlog of orders piling up 
for the coming season. Without 
a doubt this will be the biggest 
year for Atr-Fiicutr Circulator 
sales in history! 


5-Year Guarantee 
Now Offered 


An outstanding selling feature 
now being offered by Welch is 
the five-year guarantee being 
given with every plastic AIR- 
Fuicut Circulator sold . .. the 
company’s assurance that it 
is standing solidly behind its 
famous product. 


Sales Managers 
Appointed 


Welch also has announced the 
appointment of 12 District Sales 
Managers, in order to serve the 
greatly expanding new whole- 
saler - distributor organization. 
Under the new system, the 
District Sales Managers will 
work hand in hand with distrib- 
utors in sales training and 
promotion and will be available 
to work on major accounts. 
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Opportunity 


FOR AGGRESSIVE DISTRIBUTORS 


Tremendous public demand 








plus fast turnover of 


WELCH , “LE 


a 






AGT 


C/RCULATORS 
calls for wide 
expansion of 
distributor 


outlets 


» Here’s big news for leading wholesalers and 
distributors! The W. W. Welch Company, 
manufacturer of the fastest selling air circulator, 
launches its newelling policy. Unprecedented public acceptance of 
the famous Air-Fuicut Circulator . . 

. created this big opportunity for selected outlets. Recently, therefore, 





. the fast turnover by dealers 


Welch set a new pélicy of selling only through distributors and wholesalers. 


The new prggram was tested last summer. It met with smashing success! 
New distributors saw their sales pyramid with a Welch 





franchige. Production and sales of this money-making product reached 
/ new peaks in 1948. This coming year production 
facilities will be doubled! 

Now is the time to investigate the advantages of adding the 
famous ArR-FLicut Circulator to your line. 





f Valuable franchises are still available. A Welch repre- 
: sentative will gladly explain the details. 


£IGIS7 


CIRCULATORS 





W.W. W elch Cunsiin any 


Gene al Offices: Glenn Bldg 
Cincinnati ; Ohio 





-" 


lA 
| oa 


Here at last is a dependable, economical insulat- 
ing varnish that gives outstanding results in all 
applications except high speed armatures, It’s 
General Electric’s new 9574—with characteristics 
which make it ideal for a wide range of insulating 
applications. Look at the remarkable features it 
combines! 
Used for Every A simple cure develops ex- 
Type of Winding cellent physical and electrical 
characteristics in G-E 9574. 
That’s why it has so many applications. It is par- 
ticularly suited for repair work. It can be used on 
every type of winding, including enamel, cotton, 
asbestos, glass, and Formex. 


Easier to Work G-E 9574 isa phenolic drying- 

oil varnish. Especially easy to 
use and handle, yet it gives maximum protection 
as a general-purpose insulation. It has an unusu- 
ally high flash point of 100 F. And its viscosity 
of 250 C. P. average (at 45 F) makes G-E 9574 
usable at barrel gravity. But you can thin it up 
to 20% with petroleum spirits. 


You Can Put Your Confidence in 


ELECTRICAL EQUIPMENT 


GENERAL 


iS NO 


BETTER THAN 


CUE 


This clear-baking varnish 
cures at a much lower tem- 
perature than most synthetics 
having similar properties. A baking cycle as low 
as 212 F is successful in conventional equipment. 
G-E 9574 lends itself readily to infra-red baking. 


Cures at Lower 
Temperature 


It sets up into a tough, pliable mass even in the 


deepest coils. Aging properties are excellent. 


FIND OUT MORE 


New bulletin gives you full de- 
tails on G-E 9574. Your local G-E 
Distributor 
Electric Co.) 
or write to Section 24-1, Chemi- 


(including Graybar 


has : a copy for you, 


cal Department, General Electric 
Company, 


Pittsfield, Mass. 


_ INSULATING: | 
p MATERIALS | 





*Excepl for extra high-speed 


ELECTRIC 


048-S4 


ITS INSULATION 


AN ALL-PURPOSE 





armatures 
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ELECTRICAL EQUIPMENT IS NO BETTER THAN ITS INSULATION 
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ADJUSTABLE WINDOW FANS— 
From a lovely powerful 10” sur- 
prisingly low priced, through 1 2”- 
16”-20” sizes, single and three 
speed—many refinements and 
distinctive features. 





PORTABLE FANS —12”, 16”, 
20” —attractive—quiet—large 
delivery—three speed —adjust- 
able for any angle. Useful type, 
suggestive of a lot of gift busi- 
ness. 











EXHAUST FANS—Direct driven 
12”-16”-20” 3 speeds — 24” 
belt driven—capacity range 450 
to 4200 cfm. 











Ay SCHWITZER-CUMMINS 


Builders of Fine Gans for 30 Years 


Many useful types in a generous assortment of sizes make the Fresh- 


Air Maker a profitable and satisfactory line for you to sell. Your 


trade will like their fine performance— good looks—and reasonable 


price. All are built to deliver lots of air, quietly, and for long years 


of service. It will certainly pay you to look into the Fresh-Air Maker. 









... » a 
CEILING ‘PACKAGE UNITS” — 
5 models 24”, 30”, 36”, espe- 
cially designed for the popular 
small home market. Every Fresh- 
Air Maker can be ceiling installed, 
all ball bearing equipped. 





cL . ——— 


24” WINDOW FAN—Locates 
outside in window frame for a 
big job in a small home, saving all 
installation cost—arranged also 
for attic, ceiling or transom use— 
distinctive, nothing else like it. 
4200 to 4500 cfm. 





Contact with good relt- 


able dealers is desired 
HY-DUTY CENTRIFUGAL 
BLOWERS — 81/2” to 25” 
inc. with all needed inter- 
mediate diameters—single 
and double inlet—all out- 
let positions and practi- 
cable motor sizes—mod- 
erately priced, but built to 
be the quietest, best per- 
forming, longest lasting 
blower on the market — 
especially well finished. 


as we have some valu- 
able locations open for 


distributors or dealers 


who want a reliable, 


salable fan line. 
























SCHWITZER-CUMMINS COMPANY 
VENTILATING DIVISION 


1145 EAST 22nd STREET 

ATTIC FANS—9 mode—24’, INDIANAPOLIS 7, INDIANA 
30”, 36”, 42”, 48”—ruggedly ENGINEERS AND MANUFACTURERS 
built, a quality look, big volume, 
belt driven—4200 to 20,500 
cfm vertical or horizontal, wide 
deep blades, extra deep venturi, 
all ball bearing. 
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Simplex Varnished Cambric Cables are the work horses of the electrical 
industry. As shown, this cable has three conductors with a thick wall of 
varnished cambric tape. A varnished cambric belt for additional electrical 
protection is added and then a lead sheath is applied. A non-migrating 
lubricating compound is used between layers. It gives the cable greater 
flexibility and prevents wrinkling of the tapes when the cable is bent. 


Simplex Varnished Cambric Cables have ex- 
ceptional electrical stability and the ability to 
withstand ozone, mineral oil, voltage surges and 
high temperatures. They can be bent to a much 
shorter radius and are less likely to be injured 
in jointing than are paper cables. 


Varnished Cambric Cables may be protected by 
treated braids, rubber or reinforced rubber jacket, 
interlocking metal tape (Condex), lead sheath with 
or without armor. In wet places or where they 
may be exposed to appreciable amounts of mois- 
ture, they must be covered with a lead sheath. 


Bulletin #108 will be sent promptly upon request. 


> 
s 





WIRES & CABLES 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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QOQ Oils 19 it ¢ 


HE answer is “NO” unless you use Inmanco Hard Maple 





Wood Wedges — accurate in shape and size, straight 
grain to give maximum mechanical strength without slivers, 
splinters or fractures in normal assembly operations. 


Unless otherwise specified, Inmanco Wood Wedges are 
tumbled and paraffined to resist moisture and make assembly 
easy. 


Inmanco Wood Wedges can be made to your specifications 
either in standard 30” lengths or special cut lengths. 


a $9 


gH Wedgie says: 
\ ) “With 48 standard sizes in stock and over WRITE FOR FREE 
250 special sizes in ten different styles, I DESCRIPTIVE BULLETIN 


can give you not only ‘the new look’ i 


wood wedges, but also a perfect fit.” AND SAMPLE CARD 
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WHERE To To Gey t INMANCO Woop _WEDGES- : 
ADRIAN, MICH. ‘DENVER, COLO. Ms Howston-tex. (Ys) >) iyewarK\ ns. SACRAMENTO, CALIF. te 
Insulation and Wires Incorporated Electrical Specialty Compapy | ow and Wires Incorporate 4 Yr ~) Robert. M mo Company Western Fibergias Supply, Ltd. , 
ATLANTA, GA. oe Lo , CALIK— ) ae 
Insulation and Wires Incorporated Betaonr,/ mice }x l Electrical Speci y Company — | eat Ltd ar: Seas, OD. | 
T rmFiberglas Supply, , " &) 
BOSTON, MASS. Insulation 4nd Wires Incorporated | oy me ged } \ Se ee a & 
insulation and Wires Incorporated Insulation Gprtectings Corgpration | Western Fiberglas Supply, Lid. /-—~ ~yeebnuas ~~ pas SAN FRANCISCO, CALIF. fh 4 
CHICAGO, ILL. FORT WORTH, TEX / minywauKee—wis. > 7 ne ae Electrical Specialty Company AG 
Complete - Reading Electric Co., inc. Insulation and Wires Incorforated Inpulation Manutactuyers Corpgtatian—{ bry = han —e . 
Insulation Manufacturers Corporation \ 4 \ / \  PMILADELPHIA, PA. ri- State Supply Corporation % 
CLEVELAND, OHIO FRESNO, CALIF. a — | sae oy ae ‘MINN. | sulation and Wires Incorporated Western Fibergias Supply, Ltd. ‘ 
Insulation Manufacturers Corporation Western Fiberglas Supply, Ltd, 7h Tasulation Manufacturers Coeraioh “= Oy PORTLAND, ORE. SEATTLE, WASH. 
DAYTON, OHIO HILLSIDE, N. J. ose, ALA. '- Pe: Elektrical Specialty Company Electrical Specialty Company 
Insulation Manufacturers Corporation insulation and Wires Incorporated “RissellElectric Conc Insull and Wires incorporated Tri-State Supply Corporation 
, 4 
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Pict this new beokt 


94 PAGES OF USEFUL SALES DATA 


ERE’S General Electric’s latest aid 

to selling Planned Lighting. It’s 
an up-to-the-minute, simplified manual 
—‘*Planned Lighting Guide Posts’’. 
This 94-page handbook contains the 
essential information every salesman 
must know to do a real job of selling 
lighting to offices, factories, and stores. 
In five clearly written, fully illustrated 
chapters, it covers the subjects of light- 
ing fundamentals, lighting design and 
layout, office lighting, factory lighting, 
and store lighting. Also included in a 
convenient back pocket are a G-E Fluo- 
rescent Lighting Calculator and a handy 


Footcandle Selector. 


A COMPLETE SALES TOOL 
The typical pages shown here give you 
an idea of the kind of information con- 
tained in “Planned Lighting Guide 


Posts’’. It is a complete sales tool for 





























both new and experienced lighting 
salesmen. 


oe 






fifo Lighting Fixtures 
: i HOW TO GET YOUR COPY 


The “Planned Lighting Guide Posts’’ 
is available from your G-E lamp sup- 







plier at cost—$1.10. It’s another of the 






Another 


many ways in which General Electric 





helps you make more Planned Lighting 
sales . . . more profits. Call your G-E 


lamp supplier today for your copy. 


a sales Aid for 
el PLANNED 


— LIGHTING 
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Sg ta | NOW...ONLY 1 YEAR LATER 


| 


the completion of our 
new Tunnel Kiln No. 3. 


co. VICTOR'S KILN No. 4 


IN FULL OPERATION 


that Victor, America’s fast-growing 


insulator company, is geared to handle your demands for Quality, 


Quantity and Dependable Deliveries in high voltage insulators. 


Leading power utilities and manufacturers insist 
on the famous wet- process porcelain insulators 
made by Victor because of their unsurpassed per- 
formance. These insulators are fired in the latest- 
design tunnel kilns with the most modern equip- 
ment—to assure dependability in mechanical and 
electrical properties. Victor ceramic engineers, 


om med: 


INSULATORS Inc. 


VICTOR, NEW YORK 


electrical engineers and skilled craftsmen have the 
experience and know-how which combine to produce 
a product of uniform quality, uniform dimensions, 
uniform appearance! With our battery of modern 
kilns, we are better equipped than ever to serve your 
needs. We are at your immediate service for consul- 
tation on standard or special porcelain requirements. 


Look for this 
igelel-Mulelg mols 
enduring service 
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warm without 


Keeps mea! 


H ERE’S just abou 
EE inane beautiful a 
cooking ee in his kit! And "aa td as any range 
Range top baking Paper Mien. Aad laee be 
cover and there’s ae ae Monarch po lle in her kitchen. 
beans, game, roasts, ae Vegetable dinners, ee wes sate 
co. Yes, indeed, if you’ ae anything on ae 
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ange that will do it! nls om i 


Monarch Malleable Range 
Cate Co, 4819 Lake St., Beaver ‘ad 
+a | Dam, Wis. 




















SEE US AT 
SPACE 1157 | 
MERCHANDISE MARY 
CHICAGO 


RESULT: 
6.9% MORE 
HOT WATER 
WITHDRAWAL 
THAN UTILITY 
REQUIREMENTS 


> 
THIS ACTION 
LETS HOT WATER 
STAY HOT! 


rs 


COLD WATER RISES 
IN A LAYER... 
HEATS AS IT RISES 


ti 


| ree “AWNATER-HOTTER 
: Bo DF TURNS COLD WATER 
WKH TKS BACK ON ITSELF 

; ...DOESN’T MIX! 


~~ 


READ UP 


--- EASY TO UNDERSTAND 
--» EASIEST TO SELL! 
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White has turned the old dilution problem into a quick-sales 

asset. With the Water-Hottrer, White delivers almost seven 

per cent MORE hot water. Hor water is what people want, 

and White’s EXTRA hot water makes White the heater 

that’s different from the rest in terms of fast, easy sales 
. as White dealers will tell you. 

PLUS 10-YEAR PROTECTIVE PLAN. White has 20 

other convincing plus features. pLUs this written warranty 

which assures customers that their White will keep on 

delivering plus service—a real sales clincher! 

SEK WHAT YOU'RE MISSING! Write now for White’s 

Dealer Proposition, and actual sales records of prospering 

White dealers! Get White's 

fast turnover! 

Single and Double Units. 

Cylinder Types in all Con- 


ventional Sizes—20 eal. to 80 


Ass 
ey 


cal. ‘Table ‘Tops. too. 
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WHITE PRODUCTS CORPORATION oe Middleville, Michigan 


Specialists in Electric Water Heating Since 1930 
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‘ Why you will want the NEW 1949 


Emerson-Electric Fan Catalog 








G) 
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Increase Your Summer Profits — Build extra Complete Line — New desk fans... new finishes 
store trafic and more profitable fan sales, ...-new window and attic fans... powerful air 
next summer, by featuring nationally known circulators ... dependable ceiling fans... kitchen 


ventilators and exhaust fans. Assure satisfaction 


Emerson-Electric Fans. 
with a fan for every air moving job. 


Five-Year Factory-to-User Guarantee— Your 


fan customers will look for this assurance Sales Promotion Program—The Emerson-Electric 
of built-to-last quality. It’s a great selling Advertising-Merchandising program directs fan 
point .,. with acknowledged consumer- buyers to your store. An extensive advertising cam- 


acceptance recognized by retailers from paign plus free sales helps spotlight your store as 
coast to coast. Headquarters for top values, Emerson-Electric Fans. 


| MOTORS: FANS - 


x 


THE EMERSON ELECTRIC MFG. CO. 
St. Lovis 21, Mo. 


-@ 
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FOR SAFETY’S SAKE... USE CONDUIT (Full Weight Rigid Steel) 












Another conduit job 
exclusively Youngstown’s Buckeye 


A tribute to dependable quality! 
All the wiring of this new utility station 
in Buffalo, N.Y., is insured positive and 
lasting protection through the exclusive 
use of Youngstown’s standard-threaded 
full-weight rigid steel conduit. 











ane 
iat 
nee” 


—_— BUCKEYE CONDUIT 
THE YOUNGSTOWN SHEET AND TUBE COMPANY “one S%crs —_Tovnstiows ® Ohio 






Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 
CONDUIT - PIPE AND TUBULAR PRODUCTS - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS - 


SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RAILROAD TRACK SPIKES. 
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Want a Line Going UP? 








The Mertland COMPLETE line of automatic elec- 
tric hot water. heaters is built by water heater 
specialists . . . who know from long experience 
how to build right. Modern quantity production 
methods in 100% up-to-date plants, plus the 
newest and best in design and engineering, pro- 
duce heaters that give real value with a price 
structure that is advantageous. Study the Mert- 
land features shown below. Write for complete 
facts. The Mertland line is up and going faster 
every day. It may pay you to go along with it. 


CHECK THESE MERTLAND FEATURES 


for quality, durability, convenience, and economy 


UL APPROVED 

Heavy gauge galvanized 
steel tank, hot dipped. 
Made and galvanized in 
Mertland’s ultra-modern 
tank and galvanizing plant. 
Fully automatic, adjustable, 
snap action temperature 
control. 

Quick heating immersion 
type heating unit. 
Working pressure guaran- 
teed 150 Ibs. (Tested 300 
Ibs.) 

Mertland Magnesium An- 
odic Rod Factory installed 
on Deluxe Models. 

Thick, blanket type Fiber- 


glas insulation all around 
tank. 

Eight coats of white’ enam- 
el baked on heavy steel 
jacket. 

Inlet baffle evenly distrib- 
utes incoming water. 
Heavy gauge copper wir- 
ing. 

Internal heat trap prevents 
hot water circulation 
through house system ex- 
cept when drawn. Saves 
fuel. 

Wattages and voltages to 
your specifications. Can be 
furnished wired for limited 
demand, 













= j= 
AUTOMATIC ELECTRIC 
HOT WATER HEATERS 















® Before you tie up with a major appliance line, 
you want to be mighty sure of the right answers to 
these important questions: 


1. “Is the line successful . . . rolling right along... 
will it sell?” 


2. ‘“‘Is it priced to give me a profit?” 


3. “‘Does it mean satisfied customers, good will for 
me... or will it let me in for a headache of con- 
tinual service calls, customer complaints?” 


M. M. HEDGES MANUFACTURING CO., Inc. 


MEMBER OF NATIONAL ELECTRICAL MANUFACTURERS ASSOCIATION 
© WATER HEATER SPECIALISTS * 
CHATTANOOGA, TENNESSEE 





One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your job. 


EOPLE WHO REGARD advertising as 
. economic waste are fond of 
pointing out that it’s the customer 
who pays the bill. 


And they are right. 


The customer also pays for your 
power supply, your production tools, 
your plant maintenance, your salaries. 
All these are figured into the price of 
your product, along with the cost of 
your advertising. 


Does this mean that the customer 
pays more for your product because 
it is advertised? Not at all. No more 
than he pays anything ‘‘extra’’ for 
the machinery on your production 
line! 





Who pays your 


company’s 


advertising bill ? 


The truth is, your production tools 
enable ycu to reduce your manufac- 
turing cost-per-unit — and hence 
your price to the customer. 

Advertising works the same way. 
For it is simply the application of 
assembly-line methods to the manu- 


facture of. a sale. 


How can selling be mechanized? 
Just consider the five basic steps 


1. Seeking out prospects 

2. Arousing their interest 

3. Creating a preference for 
your product 

4. Making a specific proposal 

5. Closing the order 


Advertising performs the first three 


of these jobs. And it performs them 
far more economically than any other 
means, leaving your salesmen free to 
concentrate their valuable time on 
the two jobs they alone can do, and 
do best. 

As with any other capital invest- 
ment, the yield from advertising 
depends on how efficiently it is put 
to work. But this much you ean be 
sure of: nowhere does advertising 
work more efficiently than in busi- 
ness papers, with their tremendous 
concentration of hand-picked read- 
ers. Nowhere will your advertising 
dollar go so far toward reducing 
the cost of manufacturing a sale! 








ELECTRICAL SOUTH - 


is a member of The Associated Business Papers, who have published 
an interesting folder entitled, “10 ways to measure advertising 
effectiveness.’”? We'll be glad to send you a copy. And if you'd like 
reprints of this advertisement (or the entire series) to pass along to 
others in your organization, just say the word. 


(iii 


ELECTRICAL SOUTH for JANUARY, 1949 





ne /@AC/3 im SERVICE CON! 


_6 sizes for cables 
from 2/0 to 1000 Mcm. 


New York 54, N. Y. 
WESTERN BRANCH: Vernon 11, California @ CANADA: Canadign Line Materials, Ltd., Toronto 13 
FOREIGN: Philips Export Corp., New Ydrk 17, N. Y. 
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Designed to offract the eye 
... with thot certain extra 
something that makes it 
stand out from the crowd. 
Compact, table-top height. 


Precision- built, completely 
automatic. No dials. No 
gadgets. QUICK-FREEZING 
Insto-Feneze shelves... on 
Orley exclusive! Trouble-free 
operation. No service worries. 


Just these two QHLEY models 


are all you need for profitable 


freezer business! 


- Imagine! Sixteen cubic- 
foot. capacity in unit only 
66” tong, 36” high, 28” 
front-to-bock. Completely 
automatic. Exclusive 


ORLEY Super Seven 
INSTO-FREEZE shelves. 


Your customers get 7 cubic feet capacity ‘ : : 

in Jess over-all space than conventional 5-foot Dulux fieish. Butterfly lock- 
models. Exclusive INSTO-FREEZE SHELVES ing device. Many other 
freeze on contact! Also exclusive... HANDEEZ exclusive features. - 
TRAY. Handsome Dulux finish. i ; 


ORLEY FREEZERS, INC., Detroit 25, Michisan 
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FoR POWER DISTRIBUTION, you can use a single type and size of 
Durasheath cable — whether it’s small or large—one, two or three 
conductors —in runs that are in the air, in conduit or directly in the 


ground. 

ADVANTAGES IN DURASHEATH: 

High tensile strength and strong resistance to flame and abrasion. 
Extreme flexibility that makes hardling easy. 


Resistance to moisture, acids and alkalies generally found in the soil. 


No problems of electrolysis, corrosion and extremes in temperature. 


Write for Bulletin DM 4820, “Durasheath, the All-Purpose Cable.” 


ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4, N. Y. 
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Anacondaloy *-coated copper conductors 


are insulated with a moisture-resisting 
synthetic rubber compound, bound with 
color-coded rubber-filled tape and enclosed 


in a tough, high mechanical strength, 


moisture- and flame-resistant outer jacket 
of Neoprene. Conductors have the lasting 
protection of a solid block of synthetic 


rubber and Neoprene. 


*Reg. U.S. Pat. Off 
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CUTS INSTALLATION COST... 
This New-Type Attic Package is far easier and 
quicker to install . . . cuts labor time right 
down to the bone. 


CUTS OVERALL SELLING PRICE... 
Package is complete, including fully automatic 
ceiling shutter. Total installed cost is far less 
than for ordinary fans. 


CUTS SELLING EXPENSE ... 
Lower installed cost and a choice of SIX SIZES 
mean easier selling. Authorized Coolair Dealers 
receive factory-supervised training, too. 


CUTS SERVICE CALLS... 





25 








STANLEY Hopson, owner of the 
Ever-Ready Electric Shop, and elec- 
trical contractor in Moberly, Mo., has 
not only established a record fot 
speed in wiring small houses but has 
evolved a profit code that insures 
continued success. 

By properly fitting the crew to the 
job, Hopson wired eight five-room 
houses in five eight-hour days and 
hung all the fixtures besides. The 
houses were built to sell in the $6, 
500 class, and were wired for 110- 
volts using circuits from both sides 
of a 220-volt meter connection. ‘This 





A two-man crew wired the eight houses in this small sub- 
division in five 8-hour days, in addition to hanging the 
fixtures, Stanley Hopson has discovered that two men can 
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makes it possible for any of the own- 
ers to add electric water heaters or 
stoves at any time in the future. 

The wiring could have been done 
a little more quickly, Hopson said, if 
they had precut all the wiring since 
the houses we-e identical. 

The first house took longer than 
the rest. By the time they got to 
the third house they had _ virtually 
discarded blueprints and were cut- 
ting runs from memory. 

Two of the Hopson profit prin- 
ciples helped to make this job a fast 
and profitable job. One was the two- 


economically. 
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or housewiring 


by L. H. Houck 


man crew. Hopson said that on 
small house jobs a two-man crew can 
often do more work than a four-man 
crew. The reason for this is that 
while there may be enough work at 
the beginning of a house wiring job 
to keep four men busy, the werk 
dwindles toward the end of the dav. 
At that time enough work has been 
completed so that four men can’t 
work on the job simultaneously. The 
natural consequence is that two o1 
three of them loaf a few hours, or 
that two-men crews slow down each 
other. The loss comes out of the 


often do more work than four because the work dwindles 
toward the end of a job so that four men cannot work 





¢ @ 
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profits—it makes a job cost more. 

One of the other Hopson profit 
principles was the total elimination 
of needless trips back to the shop by 
the house wiring crew. No trips at 
all were made to the shop after the 
crew started to work. 

I'he reason they did not make any 
trips back to the shop was because 
they stocked their truck and had ma- 
terial issued to them for the job be 
fore they left the shop each morning. 

Hopson uses a truck body which 
he has designed himself so that call 
backs to the shop are eliminated on 


all jobs. ‘These truck bodies are ar- 
ranged with bins for material. Each 
truck is stocked with three or fow 
sizes of wire, boxes, receptacles, 
switch and fuse boxes, incandescent 


and fluorescent lights, and fuses. In 
addition to supplies, each truck is 
equipped with a compartment for 
tools. compartment contains 
the heavy tools not usually 

by the electrician, such as 
pipe threading and_ bending 
equipment, drills, hammers, bars and 


his 
carried 
] - 

electric 


drill 
aTilils, 


similar tools. 

Every truck is checked each morn- 
ing before it leaves the shop to be 
sure that it carries plenty of supplies 
and that all the tools are in place. 

Besides the stock of materials on 
the trucks, each truck will take ma- 
terial from the shop to fill each re- 
quirement they have on their sched- 
ule. This material is usually check- 
ed out and placed in a box. Arriving 
at the designated job, the crew picks 
up the box of materials which has 
been allocated to this job and goes 
to work. If, by accident, a box oz 
an item or two has been overlooked, 
they are sure to have it in stock on 
the truck. 

“The expense of going back to the 
shop is much higher than the aver- 
age contractor thinks,” Hopson said. 
“It usually takes an hour for an elec- 
trician to get his truck and go from 
the job back to the shop. That is 
the minimum. You lose an hour in 

(Continued on page 82) 
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Stanley Hopson (left) tries to keep his truck bins stocked with supplies that 

might be needed for emergency service work. For jobs on which they have 

the necessary advance information, they load in the materials to be used 

on that particular job and send it on the regular run with the truck and 
two-man crew. 
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This is the compartment type truck body designed by Mr. Hopson, in 

which he has provided ample room for all necessary supplies and tools. 

The truck is checked by the crew before leaving the shop to eliminate 
unnecessary and expensive calls back to the shop. 
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New Ideas in Home Lighting « 


focal point of the room. One of the 
doors leading to the porch has been 
converted into a bookcase with light 
ed shelves which form part of the 
room’s decoration and conceal the 


How MODERN LIGHTING techni 
ques, applied with ingenuity and prac 
ticability, can transform a dingy 30- 
vear old house into an _ up-to-date 
home with a feeling of spaciousness 
and outdoor living is being demon- 
strated by Sylvania Electric Products, 
Inc., in its new and completely re- 
modeled Lighting Center, in New 
York City. 

Incorporating more than twenty 
ideas for utilizing light to best advan 
rooms, 


1 


tage in the home, the new 
which were built in co-operation with 
Lurelle Guild, noted design consul 
tant, illustrate how both fluorescent 
and incandescent lighting can be used 
decoratively to illuminate a_ wide 
variety of seeing tasks. 
Solutions to lighting 
which exist in every home are found 
in the new group of rooms. ‘There 
is light for reading, sewing, planning, 


problems 


dining, playing cards, and playing the 
piano; illumination for paintings, 


bookcases, china cabinets, knicknack 
shelves, flower arrangements, a stair 
case, a basement work bench and a 
garden, as well as for entertaining 


and a conversational atmosphere. 


(1) Incorporating more than twenty ideas for utilizing 
light to best advantage in the home, 
Lighting Center illustrates how both fluorescent and in- 
candescent lighting can be used decoratively to illumi- 
nate a wide variety of seeing tasks. A deep cove extending 
along two walls conceals two continuous rows of fluorescent 
lamps which furnish general illumination for the area 
_and give the effect of a lowered ceiling. 
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Keyed to comfort, usefulness and 
decoration, all the ideas displayed, 
according to Jan Reynolds, home 
lighting consultant of Sylvania Elec 
tric, are within the reach of people 
with average incomes. 


Before and After Theme 


To visualize dramatically how an 
old house can be modernized, and to 
illustrate the contrast between old 
and new, an authentic reproduction 
of the living room of a typical subur- 
ban home built 25 to 30 years ago 
has been constructed. Odak-framed 
doors leading to a porch flank a non 
descript brick fireplace to make up 
one side of the room, and an cak 
framed opening in the side wall leads 
to a connecting dining room. 

Alongside this dingy, poorly light 
ed room the same area, remodeled, 
redecorated, and lighted according 
to modern standards, forms the liv 
ing room and the basis for the new 
Sylvania Lighting Center. ‘The fire 
place wall has been modernized with 
a full length mirror, part of which is 
transparent and lighted to set off a 


flower grouping which forms the 


Sylvania’s new 


heating pipes. The original frame of 
the other door, which leads to a so 
larium-bar built out of the old porch 
is painted to match the cheerful 
light color of the living room walls. 

lo create a feeling of spaciousness, 
the wall connecting the living room 
and dining room was removed as fa 
as the end of the original door frame, 
and the old dining area was con 
verted into a decorative alcove for 
dining or for use as a music room. 


General Illumination Coves 


l'aking advantage of the relative 
lv high ceilings popular in houses of 
the tvpe shown in this setting, a 20 


inch deep cove containing two rows 
of fluorescent lamps extends the en 
tire length of the new combination 


living-dining room and across onc 
side of the dining area to furnish 
ideal general illumination, with the 
lighting source hidden from view 


(Cont. on pages 29-31 and 84) 





(2) Lighted china cabinets flanking a casement window 
form the focal point for this dining-area music room. 
General lighting is provided by the deep cove which con- 
tains two continuous rows of fluorescent lamps staggered 
to give an unbroken line of light. Additional light for 
reading is provided by the incandescent type table lamps. 
Niches’ on the left wall each contain a miniature 6-watt 
fluorescent lamp shielded by frosted glass. 
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(3) To form a decorative and dramatic setting for the 
collection of pottery, six illuminated shadow boxes have 
been built into one of the walls. One 6-watt miniature 
fluorescent lamp is set into the top of each niche, with 
the light facing downward and shielded by frosted glass. 


(5) Single-lamp fixtures for the solarium-bar, containing 
40-watt fluorescent tubes, are placed end to end around 
the perimeter of the fan-shaped ceiling. These are shielded 
by ribbed, frosted glass forming the luminous ceiling. 
Inside of cabinet is lighted with a 20-watt F lamp. 
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(4) The booksheives in the living room are illuminated to 
furnish uniform lighting throughout the case. Three min- 
iature 8-watt T6 fluorescent lamps are placed end to end 
beneath each shelf. Frosted ribbed glass, lighted from 
behind by standard fluorescent lamps, forms a background. 


(6) For the dining area a fluorescent fixture containing 
one 30-watt Warmtone fluorescent lamp is placed verti- 
cally behind the framework on each side of both cabinets. 
There is a deep lighted cove above the window, and a 40- 
watt single lamp fluorescent fixture behind the curtain. 
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CZ) portable fluorescent lamp placed behind the 
music rack on the piano provides a high intensity of illu- 
mination. The fixture contains one 15-watt T8 fluorescent 
tube which extends over the entire sheet of music. The 
shielding conceals the fluorescent tube from view. 


(9) This aleove is a sewing corner and planning area, and 
here is lighted for sewing. The two-lamp Sylvania R-222 
fluorescent ceiling fixture and 30-watt fluorescent lamp 
in niches direct light to the machine. On the back ceil- 
ing and side walls are 40- and 15-watt fluorescent lamps. 
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(8) The dining alcove also serves as an area for playing 
ecards. The deep cove conceals two continuous rows of 40- 
watt single lamp fluorescent fixtures which are six inches 
from the edge and are staggered to give an unbroken 
line of light with no dead spots between fixtures. 


(10) Here the aleove is used as a planning area. The 
scalloped cornice contains the ceiling lighting fixtures 
which are shielded at the bottom by lengths of ribbed, 
frosted glass. There is a high intensity of illumination 
distributed uniformly over the area. 
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(11) For the basement work bench, a single lamp 40-watt 

fluorescent fixture with metal reflector shields and directs 

light properly. The portable P-6 Sylvania convenience 

lamp contains a 6-watt miniature fluorescent tube for close 
work, and has a 25-foot extension cord. 


(13) In this dressing and powder room four rows of 30- 

watt and 40-watt single lamp fluorescent lighting fixtures 

are attached to the ceiling. The wash basins are illumined 

by one 20-watt fluorescent single lamp fixture mounted 
flush on the dropped ceiling above the basin. 
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(12) An aleove for flower arranging contains two shelves 
back-lighted by a 20-watt fluorescent lamp. For general 
illumination, a shielded Sylvania single-lamp fixture con- 
taining a 20-watt fluorescent tube is attached to the 
ceiling. Niches contain 60-watt incandescent bulbs. 


(14) Dramatic, yet practical, lighting for staircases is 

achieved by placing three 8-watt T6 miniature fluorescent 

lamps beneath the banister. Under the top step is a 20- 

watt fluorescent lamp, and under the two lower steps is 
a standard 30-watt fixture. 
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diet this contractor 


by Bolling Branham 


“Ir I were to give credit for the 
success of our business to one single 
part of it,’ says Ralph Robinson, “1! 
would say that our sales and promo 
tion work has been more responsible 
for our profit than any other fea 
ture.” 

And a nice profit it is, too, for 
this thirty-year old electrical contract 
ing business, with offices at 129 
West Fourth Street, Charlotte, N. 
C., regularly returns 10% net to 
stockholders above salaries of all ex 
ecutive personnel. 

“We have done this by selling. our 
selves as a service organization,” says 
Mr. Robinson, president of the com- 
pany, “and by sticking closely to elec 
trical contracting in the industvzia! 
and commercial field. We don’t do 
any engineering, preferring not to set 
ourselves up as competitors in this 
skilled professional field—though oc- 
casionally we plan lighting layouts 
if requested to do so, since we have 
made a specialty of this tvpe of work. 

“By staying out of the engineer 
ing business, we feel that we have 
carned the respect and consideration 
of the engineering profession. and 
that these men will reciprocate in 
consideration for us. 

“Therefore, our selling job is some 
what simplified, since the primary 
thing we are selling is our ability, in- 
tegrity, and service to commercial 
and industrial firms as clectrical con 
tractors only. 

“In thirty years, I do not know 
of a bad job that we have done,” 
Mr. Robinson states, “and if I did 
know of one we would fix it now.” 

Furthermore, the company pays 
strictest attention to the smallest tvpe 
of job, according to the president. 
This company tries to stay complete- 
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ly out of residential wiring, though 
it will at times accept such a job as 
a favor to a customer. It will, how- 
ever, accept any job, no matter how 
large or small, from a commercial or 
industrial account, and these jobs 
range all the wav from a 50 cent 
socket installation to a $200,000 in 
dustrial wiring job. “And often the 
smallest job well done will be re 
sponsible for our getting a large job 
later on,” points out Robinson. 

“In selling ourselves as a_ service 
organization,” Robinson says, “our 
aim is to get the job before it is op 
ened to competitive bidding. We 
bid on nearlv all commercial and in 








dustrial jobs in this territory, but it 
is seldom that we get a job through 
bidding, since we believe that the 
low bidder on these jobs seldom 
makes money at his price. As an ex- 
ample, wiring of public buildings such 
as schools, etc., must be submitted 
to competitive bidding, and must be 
awarded to the lowest responsible 
bidder. Our bid is seidom the low- 
est one, not because we are anxious 
to make a big markup, but because 
the low bids on these jobs are so 
low that the jobs are seldom money 
makers. 

“Our entire aim in doing business 
has been to establish ourselves as 
offezing something extra special in 
the way of service at a reasenable 
price. This way, we do our biggest 
selling job before the job is ever 
given out to competitive bids. 

“Our construction superintendents, 
of which we have eight, are trained 
in estimating jobs, and we send them 
out when a call for information comes 
in. They obtain plans and estimates, 
bring them back to the shop, and 
we put them through the mill here. 

“Our complete estimates on job: 
are nearly always accurate, and it is 
a big error on our part if it runs off 
as much as 3%. ‘The biggest pos 
sibility for mistakes in our estimates 
usually lies in the faulty estimate of 
the general contractor as to the length 
of time necessary to complete the 
job. When the job runs longer than 
originally planned, we must still main- 
tain a Crew there, running up oul 
costs out of proportion to the job. 





Both Ralph Robinson, president of the Robinson Electric Co., and Roy 

Robinson (right), who is vice-president, believe their success is due to the 

fact that they have sold themselves as a service organization, sticking closely 
to electrical contracting in the industrial and commercial field. 
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“Experience in handling materials 
and in modern methods of wiring 
and contracting is also highly im- 
portant in selling,” says Robinson. 
“Though, as I pointed out, we are 
interested in selling service more 
than materials, the use of proper ma 
terials on a job is of high importance. 

“For instance, I feel that one of 
the most significant advances in the 
clectrical field in the last few years 
has been the introduction of fluo:es 
cent lighting. However, there are 
many dissatisfied users of fluorescent 


(Continued on page 88) 


Proper Design for 
Electric Heating 


COMMENTING on the series of arti 
cles on “Electric Heating for Homes,” 
which appeared in the October, 1948, 
issue of Erectrricat Soutn, C. | 
Simpson, budget engineer, Electric 
Power Board of Chattanooga, directs 
attention to the need for proper de 
sign of heating systems. The su 
cess of the heating business will be 
jeopardized if improper design leads 
to installation of heating units larger 
than needed. 

Mr. Simpson’s letter follows 

“Your recent articles pertaining to 
electric heat are timely and should 
prove to be helpful to the manv peo 
ple who now have problems and ques 
tions concerning the sale and design 
of electric heating equipment. 

“At the present time most peopl 
think of electric heating as an expen 
sive luxury. Even so, I agree with 
vou that the demand for this tvpe of 
heat is rapidly spreading especially in 
some southern states where mild 
weather exists throughout several 
months of the heating season. Low 
electric rates for quantitv use allow 
electric heating to be used to a great 
er extent than do higher rates, how 
ever, present conditions indicate that 
electric heating will increase when the 
utilities charge as much as 1% or 2 
cents per KWH for the additional 
KWHs that the customer purchases 
above his requirements for general 
household use. With the present-day 
high price of fuel. the cost difference 
has been narrowed so that the energy 
cost of supplemental heating ‘s not 
prohibitive even though it mav yet 
be classed as an expensive luxury 
under some rates. 

“The trend toward greater use of 
electricity for heating represents a po 
tential market for the manufacture 
and sale of heating equipment. Manu 
facturers and distributors do not in- 
tend to pass up this market. Electric 





ONE MORE USE FOR CLEANER—Alert vacuum cleaner salesmen will 


chalk up one more use for the 


vacuum cleaner for their sales patter— 


giving the family cat a dry “bath.” Even a ecat’s private life is now being 
invaded by the machine age! Instead of the traditional Saturday night 
scrubbing, this Siamese is bathed with a “Filter Queen” cleaner. (Acme photo) 


heating has been called a new phase 
of electrical development. It will 
eventually change the load charac 
teristics of many utilities. The extent 
of this change is all-important. 

“The success of the heating load 
will be unnecessarily jeopardized un 
less the heating installations are prop 
erly designed. I am writing to call 
vour attention to the need for accu 
rate information as to capacity re 
auirements. The article “How te 
Design It’ used as an example a 4 
room house of about 6700 cu. ft. of 
heated space. This house contained 
a substantial amount of window area 
and as the result the heat loss is a 
little above that to be expected for 
the average 4 room house. The de- 
sign temperature of 10° F as used in 
the example is identical to the design 
temperature that exists in Chatta 
nooga. The KW capacity as dete1 
mined by the calculations in the art: 
cle should therefore agree with thx 
KW capacity required in Chatta 
nooga. Our experience has shown 
that 15.5 KW of heater capacity 1s 
not needed in a house of this tvpe. A 
liberal allowance would be 11.5 KW 
and even this would provide a 25% 
reserve capacitv above the actual capa- 
city required at 10° F. The installed 
capacity in excess of 11.5 KW will 
not only be an added expense to the 
customer but will impose greater 
short time demands upon the utility. 
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The effect of a large number of im- 
properly designed heating installation 
will increase the utility’s expense in 


serving the heating customers. ‘This 
expense may affect the utility’s rates 
e 
and prevent the potential develop 
ment of electric heating. Lower 


rates will be possible when heating 
installations are properly balanced in 
design. It will therefore be to thie 
advantage of the manufacturer, ‘th 
distributor, the contractor, the utility 
and to the homeowner when the K\\ 
capacity is adequate but not exces 
sive. 

“There is another difference be 
tween actual experience and the esti 
mates as set forth in the article. This 
difference is important to both the 
customer and the utility. Our ex 
perience, based upon serving more 
than 4000 house heating customers, 
shows that the house will require 
more KWHs than the article indi 
cates. In Chattanooga where we 
have 3200 degree davs, the house 
would require about 12,800 KWHs, 
but for the 4200 degree days as pro- 
vided for in the article, the KWH 
requirements would be _ 16,800 
KWHs. 

“T hope the above comments may 
be of some value, and in future arti- 
cles I hope you will find it convenient 
to stress the need for balanced design 
in all residential house heating in- 
stallations.” 
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What about Tomorrow 


ontractors Ask 


CONTINUED HIGH LEVEL of electri 
cal construction during 1949 was fore- 
cast by Robert W. McChesney, pres 
ident of the National Electrical Con 
tractor’s Association. 

“In spite of the prospect for more 
and more inflation, was tension and 
other disconcerting trends on the sur 
face,” he said, “grand opportunities 
await the bold business adventurer 
who arms himself each day with a 
high sense of public responsibility 
and ethical business conduct.” 

His remarks were made in an ad 
dress opening the 1948 Annual Con- 
vention of NECA which brought 
more than 1,000 electrical contractors 
from throughout the nation to the 
Roney Plaza Hotel. The convention 
extended from November 30 through 
December 3. 

Mr. McChesney said that electrical 
contractors now are doing business at 
an annual rate of almost $1,500,000.- 
000 and that, barring war, there was 
every prospect that at least this dollar 
volume will be done in 1949, 

He pointed out that some im- 
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portant adjustments probably would 
be required in 1949 and noted that 
the imminent repeal or amendment 
to the Taft-Hartley Act might avert 
some changes in the construction in 
dustry. He said that some adjust- 
ments growing out of that act were 
disruptive to the industry and added 
that NECA, almost alone among em- 
ployer groups, “counseled against en- 
actment of this law in its present 
form for precisely the reasons that 
experience proved to be of question- 
able public benefit.” 

In the electrical contracting indus 
try, Mr. McChesney saw some signs 
indicating not a recession but a re- 
turn of competitive conditions that 
will require aggressive sales effort to 





Robert W. McChesney, above, of 

Harry Alexander, Inec., and _ pres- 

ident of NECA, presided over the 

sessions. Paul M. Geary, left, ex- 

ecutive vice-president of the asso- 

ciation, gave the convention a 
progress report. 





D. B. Clayton, of Electrical Con- 
structors, Inec., Birmingham, Ala., 
made the address of welcome. 


maintain business volume in 1949. 

To meet this challenge and othe 
major industry problems Mr. Mec 
Chesney outlined a six-point 1949 
NECA program involving Public 
Relations, Research, Personnel ‘Train- 
ing, Employee Relations, Member 
ship and Relations with the Govern 
ment. 

\ general statement of public rela 
tions policy was presented as a pre 
liminary to the start of an integrated 
public relations program to be con 
ducted through each of the Associa 
tion’s 74 Chapters. 

The NECA Research Program, 
which has as its objective improving 
the qualification of electrical con- 
tractors as businessmen, will be con 
tinued and expanded. <A new asso 
ciation service, the NECA Research 
Service, was announced. 

Mr. McChesney asked the Asso 
ciation to form a committee to study 
and plan a training program for man 
agement personnel for electrical con 
tracting firms. No university or tech 
nical school in the country, he point 
ed out, gives instruction needed to 
train men in estimating, sales engi 
necring, procurement, expediting and 
job superintending. He suggested 
that the trade association is the only 
medium through which adequate 
training facilities can be provided fox 
small businessmen. 

Mr. McChesney called attention to 
the fact that the contractors have en 
joved good relations with labor dur- 
ing the past year. The Council on 
Industrial Relations, which is the in- 
dustry’s voluntary arbitration program, 


has heard and acted on 27 dispute 
cases in the past year, thus avoiding 
possible work stoppages. He an- 
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nounced that the first NECA Ap- 
prenticeship Medal would be awarded 
at this convention to the nation’s out 
standing electrical apprentice who has 


been selected in regional competi 
tions. 
The membership of NECA con 


tinues to increase steadily, he said, 
and now includes approximately 2, 
700 electrical contractors. 
members are served by 74 
and 10 district representatives. 
Intensified co-operation between all 
units of the Construction Industry to 
avert governmental domination was 
urged by George W. West, chairman 
of the Construction and Civic Devel 
opment Department Committee of 
the Chamber of Commerce of the 


The SC 
hapters 


United States. He outlined four 
immediate tasks for joint industrv ac 
tion. 


Mr. West noted that basicallv the 
objectives of construction manage 
ment and construction labor are the 
same. 


“Neither of them 


interfering in the 


wants the gov 
crnment conduct 
of the business of construction” he 
“Both of them want to develop 
better markets and promote _ the 
volume of work. Both of them want 
to be free to settle their differences 
around the conference table rathei 
than by the directive of a government 
umpire or dictator.” 

Mr. West proposed that the gen 
eral program to increase the indus 
try’s productivity so as to satisfy the 
great demand for structures and at 
the same time increase the business 
opportunities and_ forestall 
governmental regulation be 
out through the Chamber of Com 
merce Construction Industry Advis 
ory Council. This is an organization 
of more than 100 trade and profes 
sional organizations that have con 
struction as their major interest. 

He proposed that through the 
Council these four major activities be 
pursued aggressively in 1949: 

1. Telling the construction indus 
trv story to the public. 

Developing better fact-finding 
facilities so the nature, volume, loca- 
tion and need for building can _ bc 
accurately and quickly determined. 


said. 


oOnerous 


worked 


3. Achieving greater stability so as 
to secure protection of the industry 
and the public from the waste and 
dislocations of extreme ups and 
downs in the business cycle. 

4. Perfecting an agency to gather, 
study and disseminate facts developed 
by building research from all parts of 
the country. 

Mr. West suggested that greater in 
dustry stability could be achieved by 


providing cushions against depression 
and boom through advance planning 
of private and public construction 
operations. 

At the last meeting of the Council 
the group requested the National Re 
search Council, an agency of the Na 
tional Academy of Sciences, to estab 
lish the Building Research Advisory 
Board. This Board will not do direct 
research. Its task is to get the facts 
from those doing research and advisc 
the industry and the public of these 
developments. It is estimated that 
at least $25,000,000 is spent annually 
by the industry, trade associations, 
universities and the government in 
developing new building materials 
and methods 

NECA is one of the members of 
the Council participating in and fi 
nancing the activities of the Research 
Board. 

Numerous suggestions were made 
at the Technical Session of NECA’s 
annual convention by the Research 
Committee for economies and im 
provements in electrical construction 
through changes and standardization 
of electrical material and through 
simplifying contractors’ management 
Chairman A. C. McWil 
liams, of the committee, said: 

“Your committee believes that 
conduit manufacturers could make an 
economical change in thinwall con 
duit. If the external diameter of 
thinwall was the same as heavy wall, 
all no-thread fittings would be inter- 
changeable, and would permit in- 
creasing the internal area of thinwall 


problems. 


by 43 per cent. A new intermediate 
conduit could be recommended.” 

Mr. McWilliams said that the 
committee would expand its develop 
ment of data tables and _ studies, 
which are designed to shorten the 
time of estimating and engineering 
a job, and to take the guesswork oui 
of construction. In this manner the 
committee strives to encourage prac 
tices that will give the public better 
installations at the lowest possibl 
cost. 

J. Walter Collins, secretary of the 
Committee, defined the NECA Re 
search program in terms of its ippeal 
and importance to the customer. 

“This business is not a general met 


chandising business,” he said. “The 
customer cannot squeeze an ampere 
of current to see if you are giving 


him a green one. He must have some 
faith in addition to his search for a 
low figure. It is almost beyond 
imagination how a 
work up enough courage to put faith 
in any of the competitors when all 
of them come to him from as many 
different directions 

“You can expand the faith idea to 
price 


customer could 


a point of paralleling the low 
germ. No one wants to be sold any 
thing; everv purchaser wants to feel 
he is doing the buying. 

“Every page in your research book 
will be instructive and interesting to 
your customer as well as to vour- 
self. It will clear up a lot of mvstery 
surrounding the element and substan 
tiate the necessary methods and pro- 
cesses in putting electricity to work.” 





The members of NECA paid special tribute to Laurence W. Davis, right, 
retiring treasurer and former manager of the association. At the annual 
banquet he was awarded the James H. McGraw Award Contractors Medal for 
1948. With him, at left, is Clint J. Harder, nations) secretary, NECA. 
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FOR SMALL 


GIVE IT THE Pesenal TOUCH 


“SELLING electrical appliances is a 
personal business anywhere; but it’s 
doubly so in a small town. There’s 
no other kind of selling just like it in 
that respect. Advertising and_ busi 
ness promotion stunts can help to 
arouse curiosity, but the personal 
angle does the actual selling.” 

So says Walter Logan. of the Logan 
Furniture Company, in Bristow, Okla 
homa, whose experience has embraced 
merchandising in metropolitan cities 
as well as his new “home town” of 
Bristow, a community in eastern Okla 
homa with slightly over 6,000 popu 
lation. 

“Believe me vou learn how to sell 
in a small town the hard way,” Lo 
gan declares. “Big town ideas just 


Walter Logan (left) has found it to his advantage to keep 
one demonstrator refrigerator model stocked with groceries, 
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Ernest W. Fair 


will not work. The ideas that sell 
electrical appliances and which work 
very effectively in a big town never 
seem to go over in cities like mine.” 

Logan’s advertising program is car 
ried on continuously. His copy ap- 
pears in every issue of the local week- 
ly newspaper and generally consists 
of standard appliance manufacturer 
mat layouts. 

“That’s the best kind of advertis 
ing for towns such as this,” he states. 
“The only thing that I can accom 
plish in small town newspaper adver 


TOWN SELLING 


tising is to keep my store name be 
fore the public and keep that public 
informed of the brand names I carry 

“Actual selling is strictly personal 

it depends entirely on the things 
one does as an individual merchant.” 

Logan’s sales are so good today 
that there’s always someone waiting; 
wholesaler salesmen say his records 
during the past three years have sum 
passed those of other dealers in cities 
of similar size in Oklahoma. 

But what about those personal 
angles in electrical appliance merchan 
dising? ‘There’s a great deal more 
than a theory involved in Walter Lo 
gan’s methods. Here, for exampic, 
are some of the direct applications of 
his program of personal selling. 


4 


ah 





giving his customers the chance to visualize it as it would 
be in their own homes. 
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Mrs. Logan (left) shows a customer the excellent job an 
automatic washer has done on her laundry. And at the 
right she extracts some freshly baked pies from one of 


1) Know the people of your town 
It’s not easy to get acquainted with 
6,000 people in a strange town. Lo 
gan came to Bristow three years ago 
and set about “getting acquainted.” 
Being a former theater operator, his 
task was easier from the experience he 
had gained in that business. Mem 
bership and participation in social and 
club activities, active church partici 
pation, playing golf at the country 
club, and full participation in othe 
local sports—all of these things took 
time and effort but they helped the 
people of Bristow to get acquainted 
with Walter Logan. 

2) Spend some time at the front 
door. When no customers are oc 
cupying his time inside the store onc 
can always find Walter Logan at his 
front door where it’s easy to talk with 
people who pass by. He never secks 
to sell at this spot, for Logan believes 
that would be bad business. It’s the 
perfect place, however, to talk to the 
people of his town. 

(3) Use the telephone. One dull 

(Continued on page 89) 


When he isn’t occupied with custom- 
ers inside the store, Walter Logan con- 
siders it a good policy to stand at his 
front door and chat with the towns- 
people as they pass by. He makes no 
effort to sell at this time. 
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the store’s electric stoves. By such friendly demonstration 
methods as these the Logan company 
the trade but the good will of the Bristow townspeople. 


has won not only 
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design 





In the Capitol store the Malasky brothers have arranged 
their displays so as to attract the customer to only one 
general type of appliance at a time. Above is the beauti- 


38 





AND IN 


Lay our your establishment not 
only to concentrate interest in floor 
displays, but at the same time drama- 
tize them by having as much of your 
equipment as possible in actual op- 
eration. Then a customer can see 
electrical appliances in action and 
visualize them as if they were in her 
own home. 

That is the principle of sales psy- 
chology profitably used at Capitol 
Tires Radios-Appliances, at FH | 
Georgia Avenue, Silver Spring, Mary 
land, bustling suburban development 
adjacent to Washington, D. C. Own 
ed by Jerome and Harry Malasky, 
who are brothers, the store expects 
its 1948 volume to double that of 
the preceding year. ‘This tremendous 
boost is all the more extraordinary in 
view of their recent entrance into the 
field, which took place in early 1946. 


ADDITION THIS 


AGGRESSIVE 


Their mercantile beginning was as a 
tire store in April, 1943, and_ this 
adjunct to the business is still carried 
on next door to the electric appliance 
store. 

Capitol keeps all of its lines in use 
constantly, including _ refrigerators, 
electric ranges, automatic washers, 
dryers, radios and_ television sets. 
Many times a woman will come in 
with her washing and have the work 
done right in the store, and even the 
freezers have real food stored in them. 
Demonstrations are carried out in 
window displays at periodic intervals 
attracting large crowds of spectators. 

In planning their interior arrange 
ment, the Malasky brothers made a 
survey of a number of other electric 
appliance stores in the East. Theit 
findings showed one prevalent weak- 
ness: customers were confronted with 


VARYLAND 





fully designed modern kitchen. Under these conditions it 
is an easy matter for prospective buyers to visualize the 
same equipment in her own home. 
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too great a variety of appliances at 
the same time. ‘The average display 
did more to confuse the doubtful 
shopper than to clarify. 

“Tt’s often effective to design a 
shop on the clean-cut lines of modern 
architecture,’ said Jerry Malasky. 
“But when yesterday’s panoramic dis 
play methods are dragged out of the 
mothballs to fit the interior it’s about 
the same as putting a tet engine in a 
two-wing jenny.” 

Putting this psychology to work, 
the Capitol store has been laid out so 
that the eyes of the shopper are at 
tracted by only one display at a 
time. At the same time, when she 
has seen one display to its best advan- 
tage, the clever arrangement draws her 
eyes on to the next section which she 
can examine, undistracted by .other 
items clamoring for her attention 


KEEP HIS 


¥ 


~ ODER 


im 
operation 


by 
Albert S. Keshen 


A recent traffic puller was the show- 
ing of a sports event on two television 
sets placed in the store windows. 
Eventually Capitol is planning to set 
up a television theatre right on the 
sales floor with a display of 20 models, 
all of them in simultaneous operation. 


STORE 


The departmentalized arrangement 
of stock is in keeping with this plan 
of encouraging the customer to fix 
her attention on one type of appliance 
at a time. Thus when she enters the 
shop, the first merchandise she sees is 
radios. ‘Then as she proceeds into the 
store she goes back to the major ap- 
pliances, such as _ refrigerators 2nd 
ranges. 

In a corner alcove at the back is a 
laundry and kitchen set-up placed be- 
fore tile walls to further simulate ac- 
tual home conditions. Also in the 
rear are chrome dinette sets and their 
accompanying leather chairs. It does 
not take much imagination to com- 
pare this type of visual demonstra- 
tion with the real thing. 

This kind of easy inspection is faci- 
litated by the long, narrow construc- 

(Continued on page 87) 
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Above is a group of television sets 
arranged so as to draw the casual 
shopper’s attention. The Capitol 
store has had such successful ex- 
perience with television as a traf- 
fic puller, that future plans will 
include a number of television 
display and promotion ideas. 
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ELECTRICAL 
EXPOSITION 


is featured at 





Tennessee Valley 
Agricultural and 
Industrial Fair 


An Exvecrricat Exposition was 
one of the highlights presented at 
the recent Tennessee Valley Agricui 
tural and Industrial Fair held in 
Knoxville. Under the joint manage 
ment of the Knoxville Utilities Board, 
working in co-operation with the elec- 
trical industry, the Exposition fea- 
tured presentations by manufacturers, 
distributors, and dealers. 


The need for adequate wiring was 
a theme recurring frequently through- 
out the exhibits, but pushed particu- 


larly in a demonstration given at the 


“Modern Living” booth. Here, by 
way of contrast, appliances were op 
erated by both old fashioned inade 
quate facilities and then as it is pos 
sible today with modern adequate 
wiring. It illustrated vividly that 


adequate wiring can be the difference 


between poor and satisfactory results 


Signs exhorted the onlookers to “Sce 


for Yourself!” and told them that 
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“Appliances operate properly when 


wiring is properly planned.” There 
were board displays of adequate wit 
ing and leaflets describing it. Peo 
ple were urged to call the Knoxville 
Utilities Board for adequate wiring 
recommendations. 

An unusually dramatic exhibit was 
prepared by Kelvinator, consisting of 
a series of small tableaus showing 
man’s progress from the 
up to present day modern living. Apt- 
ly named “From Cave to Kelvinator” 

(Continued on page 94 
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PROBLEM 
ABA» 


is THE 


DISTRIBUTORS 





BeroreE a distributor can expect to 
develop good electric appliance deal- 
ers, he must get his own house in 
order. ‘The scarcity of major elec 
trical appliances since the end of the 
war has caused a lot of new and some 
old prewar distributors to become 
glorified merchandise brokers. 

This type of distributor takes every 
thing for himself and gives nothing 
in return to the dealer or the factory 
whose lines he handles. In other 
words, he thinks in terms of “I’”’ in 
stead of “We”. He has become self 
centered and selfish. Money is all 
he thinks about and due to this crav 
ing, has put the dollars too close to 
his eves. He can see nothing else 
and in so doing has lost his vision 
of what this business holds in store 
for him in the future. You know 
some like this—six “‘whoosit’’ coffe« 
makers, roasters, or irons—with onc 
good nationally known brand of re 
frigerator. ‘This type of distributoi 
helps no one. 





The first step along the line of 
developing good electric appliance 
dealers is for the distributor to get 
his thinking right, both in relation 
to the dealer and to the factory. Un 
til he realizes he has to give more 
than a discount to be able to receive, 
he is overlooking a vital dealer devel 
opment step. 


With the distributor thinking 
right, the next step is to get his phy 
sical facilities in the proper shape. 
Do we have a showroom and _ ware- 
house location that is accessible to 
our dealers? Is the showroom mod 
ern and adequate to properly display 
the merchandise so that the deale1 
will enjoy coming in and will be 


Mr. Bacon is general manager, of 
the appliance division of the Goyer 
Company, Greenville, Miss. This arti- 
ele is adapted from a talk before the 
1948 General Sales Conference of 
the Southeastern Electric Exchange. 
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proud that he is dealing with us? Are 
our merchandise displays made ac 
cording to the factory’s suggestions 
and are they changed often enough 
and with some originality so as to 
make the dealer want to go back 
home and fix up his place of busi 
ness? 

The parts room should be well lo 
cated in relation to the showrooms 
and displays. The parts stock and 
counter should be so arranged as to 
give over-the-counter and ship-out 
service with the least amount of lost 
motion. The distributor’s service de 
partment should be an outstanding 
department and one that will help 
him develop good dealers. 


Service is Essential 


No product is better than the ser 
ice it gives, so the distributor must 
be in the position to back up his deal 
ers and also help his dealers realize 
the importance of this sales tool. The 
area allotted for service department 
should be adequate and with enough 
equipment to do a one hundred per 
cent overhaul and refinish job on 
large appliances, along with the small 
cr ones. 

A distributor cannot go out and 
talk a dealer into painting and mod 
ernizing his showroom and displaving 
merchandise when the dealer knows 
that the distributor’s facilities are run 
down at the heel. 

Let’s take a look at another step in 
the distributor’s getting his house in 
order. Good inside 
ways makes ‘for better dealer develop 
ment. <A courteous, informative an 
swer of the telephone often smooths 
an irritated and complaining dealer. 
This type of handling often leaves 
a well formed impression that the 
dealer can use in his own business. All 
of us can think back at one time o 
another when we have made a tele 
phone call and the tone of the voice, 
the snap and zest of the person an- 


personnel al 





swering has left an impression of a 
wide awake organization that means 
business, and these impressions are 
not easily forgotten. Let’s use one 
of the things that help dealer and dis 
tributor relationship to the best ad- 
vantage—the telephone. And it costs 
so little. 

Che people who contact the dealet 
while he is in the distributor’s show 
room and service department should 
be top flight sales personnel. The 
dealer's visit to the  distributor’s 
place of business is usually made seek 
ing product service and financial in 
formation. For him to get the most 
out of his visit, he wants to talk to 
well informed, courteous people-—peo 
ple who can answer his questions, 
people who can give him ideas, sug 
\ good 
parts man, a good service manager, 
a good head bookkeeper, and a good 
home economist can get closer to a 
dealer and do more toward helping 
him develop his business than the 
salesman or sales manager. The state 
ment just made can always get a good 
argument started in any organization. 

Ihe fourth step in a distributor’s 
gctting his house in order is the con 
personnel 


gestions, and real guidance. 


sideration of the outside 
who contact the dealer—the sales 
man, dealer service instructor, and the 
home economist. ‘These three people 
are tremendously important to any 
distributor’s business, but do we take 
enough care in seeing that we select 
the best. We managers sit back and 
sometimes kid ourselves into think 
ing that we control a lot of our busi 
ness, or that the name of the com- 
pany or the age and reputation of 
the company does. We are wreng. 
The three people just mentioned 
are really the distributor’s company 
in the eves of the dealer. We should 
get the best and pay well for they will 
make us plenty of money with a 
smoothly operating outside organiza- 
tion. The salesman will find the pros- 
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pective dealer, give him a good sales 
story, and sign him up. The dealer 
service instructor will instruct the 
dealer and help keep him out of 
trouble on service problems. The one 
who can do more for the distributor 
and the dealer is the home economist. 
She, in my estimation, can be com- 
pared with the mortar in the brick 
wall. She holds things together and 
binds the distributor and dealer clos- 
er to each other. 


Salesman’s Qualifications 

Let’s consider these outside in 
dividuals and look at some of the 
qualifications that make them so im 
portant in the development of good 
electrical appliance dealers. The first 
one is the salesman. Here we should 
have a well appearing man—one who 
by the size of his physique, dress, and 
neatness commands respect and re 
flects success. A man who can stand 
on his feet and think—who does not 
argue but is firm in his statements. 
Before he is sent out to represent 
the distributor, he should be thor 
oughly sold on the distributor, his 
policies, and ways of doing business. 
He must love to work and know how 
to get the most out of his time and 
must not be afraid to spend a lot of 
extra hours after work to develop the 
dealer. He must be sold on the prod 
uct he is going to sell. He must be 
lieve in the manufacturer who makes 
the products and the policies that he 
lavs down. This man should — bc 
schooled in merchandising, product 
information, and sales to the point 
that he talks naturally rather than 
superficially. He should be truthful, 
having both the dealer’s problem and 
the company’s problem at heart; wil 
ing to listen to both sides of the story 
and draw the right conclusions, in 
stead of trving to see how much 
merchandise he can get the dealer to 
buv and then rush out and let him 
wo-rv as to how to dispose of it. 
should have weii 
planned sales ideas and be able to 
adapt them to the individual dealer's 
needs. Each and every dealer’s prob 
lems are different. The salesman 
should be a man who can take the 
dealer or the dealer’s sales personnel 
by the hand, go out and ring the 
doorbell of a prospect, and through 
actual demonstration show how sales 
can be made. He should be able to 
make dealer displavs and show the 
dealer the little things that will make 
his place of business outstanding 
in the town or community. He 
should be able ‘to advise about adver- 


The salesman 


tising and the best methods to use 
He should be able to hold dealer per- 


sonnel sales meetings. He should 
know something about the servicing 
of the equipment. I do not mean 
that he should know as much as the 
dealer’s service man but he should 
know enough to diagnose equipment 
troubles. By his knowing this, he is 
an added service representative in the 
field and he is also able to appreciate 
the importance of dealer service and 
the service department of the distri 
butor. 

The second person in the line 
of outside personnel who contact the 
dealer is the dealer service instructor 
This man has a full time job and a 
most important one. Many dealers, 
like some distributors, think that 
when the sale is made their respon 
sibility has ended. It should be ex 
plained to the dealer at the time he 
is signed on a franchise that he has 
to have sales to stay in business. but 
he also must have service to be able 
to stav in business, over a long period 
of time. Service should be a must 
n the dealer’s franchise. 

Let’s stop for a minute and think 
back before the war of the success- 
ful car dealers we have known, and 
in nearly every instance they had out 
standing service departments. Dur 
ing the war most car dealers staved in 
business through their service depart 
ments. The car factory now values 
the importance of the service depart 
ment so much that they make it a 
must in their franchise and follow 
through to see that the service is 
kept up. Why? Thev know that no 
car or truck is better than the service 
One satisfied customer sells 
another, so why shouldn’t we, as dis 
tributors, take this example of service 
as a lesson and follow in similar foot 


it gives. 


steps? 

The dealer service instructor can 
advise the dealer on the right type 
of man to head his service depart 
ment, the type and amount of equip 
ment to render normal efficient sery 
ice, the amount and kind of servicc 
parts to carry, and help him keep his 
parts stock current and adequate ‘Too 
manv dealers have left the servicing 
of their equipment in the hands of 
the individual service man, and in 
some instances these men have done 
more harm than good. Quite often 
they complain to the customer about 
being overworked, and that they are 
having a loi of trouble with the par 
ticular type of equipment that the 
dealer is sending them out to service. 

In coming to the third outstanding 
person who contacts the dealer, it is 
my idea that this person is one of the 
most important persons in the dis 
tributor’s setup in helping develop 
good healthv dealers. She has the 


know-how to make the product per- 
form. She can show and talk the 
language of the dealer and the ulti- 
mate consumer. 

In our setup, we tried to operate 
without a home’ economist’ on 
quite a few lines, and we were getting 
no place fast. We had good dealers, 
we thought, but we were not able to 
get the merchandise moved out of the 
dealer’s place of business. We 
thought up different ideas, discuss- 
ed them with the dealers, and tried 
quite a few, but still we were not 
satisfied with the job we were doing, 
nor what the dealer did. After a 
vear or more, we found that we men 
are not as smart as we think we arc 
—we still can’t get along without the 
women. I would advise any distribu 
tor who does not have a home econo 
mist to make this addition to his 
outside organization immediately. If 
vou have the right home economists 
vou will find that they are the best 
investment that you have made. They 
are like the insurance policy that 
vou buy to protect your business. 
Their work assures you against com- 
petition and also that you will be in 
business when other distributors have 
gone by the board. 

Our home economist has a regula: 
schedule, worked out with the deal- 
ers on a two weeks basis ahead of the 
time that she will be there. The 
dealer knows when she is coming to 
work with him. This gives the dealer 
the opportunity to have some store 
demonstrations lined up. ‘This allows 
him to let the dissatisfied customers 
know that he is expecting an expert 
to come in and advise them aboui 
the trouble they are having. ‘The 
dealer can go to the high schools, 
women’s colleges and state colleges, 
and arrange for his products to be 
demonstrated by an authority on the 
product at a given date. 


The Youth Angle 


One of the best ways to develop 
the dealer is to get him to realize 
that our young girls in high schools 
and colleges are his prospective fu 
ture customers. They will have an in- 
fluence on what mother uses in het 
kitchen, because the daughter sees 
the demonstration at school by the 
home economist. The dealer can ar 
range for cooking schools to be held 
in his place of business, at church 
bazaars. and other places. All of this 
is helping the dealer develop his con- 
tacts and shows him the importance 
of the home economist to his busi- 
ness. 

In the country territory that we op 
erate in, county fairs and the state 

(Continued on page 90) 
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A WASHERTERIA located in the rea 
of the stoze helps to sell $100,000 
worth of appliances a year for Kraft’s 
House Of Appliances, in Pine Bluff, 
Ark. 

Owner Kenneth Kraft started his 
washerteria in 1943 to help maintain 
over-all volume in the face of mer- 
chandise shortages. Now, five vears 
later, the washerteria, stil equipped 
with those  five-vear-old washers, 
brings 300 customers a week to Kraft’s 
—customers who pay an _ average 
charge of ninety cents each for the 
use of the washerteria equipment, and 
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“Washerteria’ 


boosts home 


laundry sales 


by Sophie W. Ellis 


furnish many live prospects for the about everything on an ironer. Com¢ 
appliance sales department. on over to the appliance department 
These washerteria customers are Bring that ruffled apron to try out, 
especially interested in new home if you wish.” 
laundries and ironers, with particula Mrs. Thorpe keeps the regulation 
emphasis on the ironers. The washet1 demonstration kit of dampened laun 
teria does their washing, but the cus dry in a refrigerator, ready to use ai 
tomer must take her bundle of clothes any moment. But sometimes the 
home to be ironed. washerteria customer prefers to test 
When the customer is running het the ironer with something from hci Y 
newly washed clothes through the own freshly washed laundry. A shirt, 
wringer, she is often approached by wash dress, or some other article that 
Mrs. Felicia M. ‘Thorpe, home econo is difficult to iron with the electric 
mist and saleswoman for the apoli hand iron often wins an ironer pros 
ance section. pect when Mrs. ‘Thorpe proves that 
“Let me show you,” savs Mrs. the ironer does a perfect job in a few 
Thorpe, “how easily and quickly you minutes. 
can iron shirts, flat materials and just (Continued on page 94) 


Often Mrs. Felicia Thorpe (left), Kraft’s home economist, and in many eases a sale will follow. Kenneth Kraft (right) 


approaches a washerteria customer as she is completing 
her wash and volunteers to iron it for her on one of the 


and Mrs. Thorpe plan an ironer demonstration in the 
model kitchen. Space is provided here for both “kitchen 


store’s ironers. Through this device, interest is aroused parties” and individual demonstrations. 
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Four Billions for 
Farm Appliances 


Rurau AMERICA is “going to town” 
electrically—and liking it. This was 
the consensus voiced by speakers and 
audience during the third annual Na- 
tional Farm Electrification Confe: 
ence, which ended recently in Chi- 
cago. 

More than 300 representative lead 
ers of industry, agriculture, education 
al institutions, electrical merchandis 
ing fields, farm organizations and the 
farm and electrical press assembled 
for the three-dav meeting. The 1949 
Conference will return to Chicago, 
probably next October, with H. P 
Rusk, dean and director of the Un 
versitv of Illinois College of Agricul 
ture, serving as chairman. Vice-chair 
man elect is Titus B. Schmid of Du 
buque, Ia., president of the Crescent 
Electric Supply Companv, Karl Gor 
ham, business manager of “Electricity 
on the Farm,” Magazine, is the new 
secretary. 

\ prediction that electricity will }< 
brought to a total of 5,400,000 of th« 
approximately 6,000,0(%9 
1957 was made by L. R. 
Emmert, manager, Rural Electrifica 
tion, Westinghouse Electric Corpora 
tion, in one of the key talks of the 
Conference. Speaking for B. W. 
Clark, vice-president of the Corpora 
tion, who was unable to attend, Mr. 
Emmert forecast that the use of ele: 
tricity on farms will increase during 
the next ten vears to an average of 
4+,000 kilowatt-hours of 
farm—and added that this 
might well be raised to 5,000. 

“During this 10-year period,” Mr. 
Kmmert predicted, “farmers will in- 
vest $4,000,000,000 in electric home 
appliances and an additional $1,350, 
000,000 more for electrical compo- 
nents used in operating electric farm 
production equipment.” 


nation’s 
farms by 


power pe! 
figure 


Progress reports on the value of 
electricity in rural areas were given 
by practical farmers and farm wives, 
while the need for additional! info: 
mation to assist farm residents in 
putting their high line power to great- 
er use was expressed by Claude R. 


Wickard, REA Administrator. The 
program was under direction of 
George A. Rietz, manager, Farm In- 
dustry Division, General Electric 
Company, and a member of the 
NEMA Farm and Rural Market 


Comnunittee. 


Electrical Retailers 
Announce Name Change 


Tue Boarp of Directors of the Na- 
tional Electrical Retailers Assn., meei 
ing in Chicago recently, authorized 
1 change in name of the organization, 
C. C. Simpson, managing director, 
has announced. Henceforth the asso 
ciation will be known as the Nation 
al Appliance and Radio Dealers Asso 
ciation. 


In indicating the name change, 
Mr. Simpson said, “For some time 
leaders within the association have 
been of the opinion our association 
needed a name that would be more 


clearly indicative and descriptive of 






the business firms we represent. Of 
ten in the past it has required con 
siderable explanation to make clear 
what we meant by ‘electrical retai! 
er.” 

Other important items discussed 
and confirmed by NARDA’s board 
included the annual meeting, group 
insurance research, licensing of in 
stallers, a public recognition program 
of NARDA members and manufac 
turer-distributors relations 

NARDA’s annual meeting will be 
held in Chicago at the Sheraton, Jan. 
9-11, the second week of the appli 
ance market. 


So. Carolina Inspectors 
Organize [AEI Chapter 


FoLLowinc considerable promo 
tional work by individuals, the clec 
trical inspectors of South Carolina, in 
issociation with others of the elec 
trical industry of the state, held an 


organizational mecting in) Decembc 





NEW PLANT FOR LINE MATERIAL COMPANY—A large modern manu- 
facturing plant has been purchased in Birmingham by the Line Material 
Company to replace its present facilities in that city. The new bui'dings 
include 165,000 square feet, which provide ample space for expansion of 
production. The company will utilize its new plant for the production line 
construction specialties, pole line hardware, and for the operation of a 
completely equipped transformer repair shop. The new plant is under the 
management of M. L. Ruggieri. 
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to establish a Sauth Carolina Chap- 
ter of the International Association of 
Electrical Inspectors. 

The group adopted By-Laws and 
elected the following officers: chair- 
man, J. FE. Mellard, Charleston; vice- 
chairman, J. H. Staubes, Aiken; and 
secretary-treasurer, W. W. Fowler, 
Columbia. 

An executive committee was elect 
ed consisting of L. A. Turnage, as 
chairman, and W. H. Garland, Jr., 
both of Hartsville; R. S. Huntington, 
Greenville; F’. M. Searsou, Jr., Char- 
leston; Ben Sloan, Greenville; and J. 
H. Staubes, Aiken. 

Plans are being considered for an 
other meeting in the spring of 1949 
for Code discussion and other sub 
jects of interest to electrical inspec- 
tors and other branches of the elec 
trical industry. 


Fred Harroff Is Named 
G-E Lamp Dept. Manager 

THE APPOINTMENT of Fred [’. 
Harroff as general manager of Gen 
eral Electric’s Lamp Department has 
been announced by M. L. Sloan, G-E 
vice-president. Mr. Sloan, who has 
been general manager of the depart- 
ment since 1942, will continue in his 
capacity as vice-president, with offices 
at the department’s headquarters at 
Nela Park, Cleveland, O. 

Mr. Harroff in his new position 
will head the world’s largest electric 
lamp business, the G-E Lamp Depart 
ment, employing more than 16,000 
persons in its 42 manufacturing 
plants, scattered about the country in 
22 cities. He will be responsible for 
the development, manufacture, sale 
and application of sources of light and 
radiant energy. 

A veteran of 28 years’ experience in 





F. F. Harroff 


the department, Mr. Harroff joined 
General Electric at Nela Park in 
1920, shortly after being graduated 
from Western Reserve University. He 
served in the Sales Operation Division 
for 10 years, and in 1931 was trans- 
ferred to the Administration Division. 
In 1943 he was advanced to the posi- 
tion of assistant general manager of 
the Lamp Department. Up to the 
close of the war, Mr. Harroff was 
responsible for co-ordinating the 
manufacturing activities of the de- 
partment. 


Charlotte Apprentices 
Get Special Training 


More THAN 200 Charlotte appren 
tices, who are taking training in the 
skilled trades. registered for a vear of 
supplementary technical training at au 
opening meeting held recently in the 
Central High School of Charlotte. 
Those who registered wii! be given 
technical training related to their 
chosen trades for four hours each 
week during the school vear, #haking 
a total of 144 hours of technical in- 
struction for each apprentice. 

The instruction will be designed to 
give the apprentice a thorough know- 
ledge of his trade while his on-the-job 
training gives him the necessary prac 
tical experience and information. 

Among those attending the regis- 
tration meeting were members of the 
local joint labor-management appren 
ticeship committees representing elec 
tricians, plumbers and_ steamfitters, 
sheet metal workers, and representa 
tives of a number of machine shops. 

According to Clarence L. Bedding 
field, Raleigh, director of the division 
of apprentice training of the State 
Dept. of Labor, current registrations 
of new programs and new apprentices 
with the State Apprenticeship Council 
are greater than anything that has 
happened in this line since the North 
Carolina Voluntary Apprenticeship 
Act was passed in 1938. Since the 
end of the war, 2109 apprentice train 
ing programs have been established 
in the state, and more than 3,000 ap 
prentices are being trained in on-thic- 
job programs in apprentice agree- 
ments lasting from two to six vears, 
depending upon the trade selected. 

Before being approved for estab 
lishment of a training program, each 
business is screened by the field rep 
resentatives of the State Labor depart- 
ment’s division of apprentice and has 
to conform to the high training stand- 
ards worked out by the State Appren 
ticeship council. The program is de- 
signed to build up a good supply of 
well-trained skilled workers and crafts- 





J. R. MeClelland (center) made 


the highest average grade ever 
recorded when he was examined 
for his license as a journeyman 
electrician. He has since been ap- 
pointed assistant electrical inspect- 
or of Charlotte. Above (left) are 
Clarence L. Beddingfield and E. 
V. Sapp. 


men to overcome the shortage in 
many trades. 

More than 75 voung men are en 
rolled as electricians in apprenticesh!p 
training programs operating now in 
Charlotte. Other active groups in 
clude approximately 60 plumbers and 
steamfitters, 50 sheet metal workers 
and 50 machinists. 

As a feature of the registration pro 
gram. Mr. Beddingfield presented 
Completion of Apprenticeship certi 
ficates to three voung men who hav. 
finished their apprentice training in 
the last year. ‘They were: John Ran 
dolph McClelland, electrician; Wil 
liam Oates, electrician; and Tonv | 
Kiriakos, steamfitter. 


EEI Sales Conference 
Scheduled for April 


[ue 15rH Annuat Sales Confer 
ence of the Edison Electric Institut: 
will be held at the Edgewater Beach 
Hotel, Chicago, on April 5-7, it has 
been announced bv Harrv Restofsk:, 
chairman of the Commercial Division 
General Committee. 

Sales of electric power and appli- 
ances in the residential, industrial, 
commercial and rural markets will be 
discussed in four separate meetings on 
Tuesday, April 5th, which will be 
sponsored by the respective sections 
of the EEI Commercial Division. 

The conference general sessions 
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will be held on Wednesday, April 6th, 
and in the morning of April 7th. The 
conference will close with a luncheon 
meeting on April 7th. 

Electric companies and individuals 
with outstanding records in 1948 
the fields of electric cooking promo- 
tion, home service and farm electrifi- 
cation activities will receive prize 
awards at the conference, Mr. Restof- 
ski said. The George A. Hughes 
Awards, for electric cooking promo- 
tion; the Laura McCall Awards, for 
home service activities, and_ the 
Thomas W. Martin Award, for the 
successful farm electrification 
will be presented at the 


most 
program, 
meeting. 
Leading sales executives of the elec 
tric utility industry, electrical manu 
facturers and experts in other fields 
will address the conference. 
Dedication Ceremonies 
For Rex Brown Plant 


Format dedication of Mississippi 
Power & Light Company’s new $9, 
000,000 Rex Brown Steam Electric 
Generating Station took place m 
Jackson, Miss., recently, with a large 
crowd attending the official cer 
monies. 

In addition to a large number of 
distinguished guests and dignitaries. 
power company officials issued a 
cordial invitation for the general pub 
lic to attend this colorful dedication 
which was held at the plant site just 
north of Jackson. 


Edgar H. Dixon, president of Elec 


tric Power and Light Corp., was the 
guest speaker at a luncheon preced- 
ing the dedication ceremony. Ad 


dressing the 700 people present, M 
Dixon said that Mississippi, through 
its program to balance agriculture 
with industry and through the co 
operation of its state government, 
becoming known as a place where the 
investment dollar is given a fai: 
chance to earn its hire.” 

Governor Fielding L. Wright, who 
could not attend the ceremonies, sent 
a message by Alex McKeigney, execu 
tive secretary to the governor. Thx 
Governor praised Rex. I. Brown and 
others like him in Mississippi, saving 
that through such efforts by state 
industrialists, the state would see a 
new cra of progress and prosperity. 

Rex I. Brown, president of Missi: 
sippi Power & Light Company, told a 
large crowd in his dedicatory speech 
at the plant site that, “I like to think 
of this new station not as a mound of 
steel, concrete, pipe and wire 
but as a major instrument for the 
creation of new jobs, payrolls and op- 
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Dedicated in a colorful ceremony at Jackson, Miss., the Rex Brown Steam 
Electric Generating Station adds ‘another 30,000 kilowatts to the Mississippi 
Power and Light Company’s generating capacity. Construction is already 


under way on a second unit which will bring the station’s 


capacity up to 


70.000 kilowatts. 


portunities for the people of Missis 
sippi and the South. 

“T am proud to be a member of an 
that has contributed its full 
better standard of liv- 


industry 
share to this 
ing. 

‘The electric industry is only about 
65 years old less than the allot 
ted life span of a man. 

“Under Free Enterprise, the busi 
ness-managed power companies pio 
neered in the development and wide- 
spread use of electrical service. The 
electric industry was established and 
pioneered by private capital, which 





blazed all the trails and took all the 
tisks. Significantly enough, Govern 
ment advanced no subsidies or assist 
ance in developing the electric indus- 
trv until long after its success was 
assured.” 

The new multi-million 
tion is of the outdoor type 
present generating capacity of 30,000 
kilowatts. Construction work is al 
ready under way on a second generat 
ing unit of 40,000 kilowatt capacity, 
and completion of this additional unit 
the latter part of next year will give 
an over-all capacity of 70,000 kw. 


dollar sta 
with a 


— 


en 
all 
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Rex Brown, president of the Mississippi Power and Light Company, in 

whose honor the company named a new generating station, is pictured with 

his youthful grandson, Rex Brox II. Young Brown unveiled the plaque 
which represents the cornerstone of the new generating station. 
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Big Selling Job Ahead 
Says NEWA President 


Mass DISTRIBUTION, which makes 
possible mass production, will have to 
rely on greatly improved and stepped 
up selling and promotional efforts by 
appliance distributors and dealers dur- 
ing the coming year, F. B. Ingra- 
ham, president of the National Elec- 
trical Wholesalers Association, declar- 
cd in a year-end statement. 

“The electrical appliance distribu- 
tor’s responsibility in helping his deal- 
ers train salesmen and organize ef 
fective sales promotions will be great 
er than at any time in the history of 
our industry,” Mr. Ingraham said. 
F'ssentially the same problem and tre- 
sponsibility faces the electrical ap- 
paratus and supply wholesaler, he 
added. 

“In view of steadily mounting 
costs,” he continued, “‘the only solu 
tion is increased production. New 
production highs have been achieved 
in the appliance field largely through 
increased know-how and plant facili 
ties. All these appliances and radios 
millions of them, have to be sold, and 
that simply means the distributive 
branch of our industry has an increas- 
ingly big and basically important job 
on its hands. 

“Electrical distributors and whole 





E. B. Ingraham 


salers have always provided other es 
sential services that simultaneousl 
benefit both their suppliers and cus 
tomers, but in view of the absolute 
need to achieve mass distribution— 
and soon—the problem can be view- 
ed primarily as one of marketing and 
sales promotion. 

“This problem is acute at the deal- 
er level. Ever since the end of the 
war there has been a crving need for 
more and better trained retail sales- 
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people.. Some slight progress has 
been made. The fact remains, how- 
ever, that shopper surveys have been 
almost identical in their uncovering 
of casual, weak and even disinterest- 
ed sales effort by salesmen contacting 
the public. ‘There are exceptions, of 
course, even as there are always ex- 
ceptional companies and_ individual 
salesmen. 

“During this vear, and from here 
on out, the distributor must help his 
dealers by helping them to teach and 
develop retail salespeople. Converse- 
lv, the dealers will find that the assist- 
ance of their distributors is vital to 
increased business, not only in the 
field of sales training but also in that 
of improved sales promotion plan- 
ning. 

“Under the able guidance of 
NEW A’s managing director, Charles 
G. Pyle, and with the assistance of 
splendid committee and headquar 
ters staff work, the Association has 
developed a number of programs that 
directly assist its many members and. 
therefore, the industrv. These deal 
with basic sales training, scientific hir 
ing of sales personnel and sales pro 
motion through our series of Sales 
Boosters issued in Appliance and Sup 
ply editions. The Sales Booster pro- 
gram is designed specifically to help 
the salesmen of member companics 
help their dealers and other custo 
mers. Each issue outlines the essen 
tial facts of a promotional or product 
subject. and illustrates and describes 
the basic elements of the correct sales 
approach. 

“Of special importance during 
1948 was the comprehensive report 
issued as a ‘Manual of Experience’ 
by the NEWA Warehousing Com 
mittee as a guide to better warehon: 
ing procedure. Similarly, the tele 
vision installation and servicing man 
ual, prepared by a sub-committee of 
our Service and Repair Parts Com- 
mittee, was found of great practical 
value in all areas where television 
broadcasters are operating or are 
about to go on the air. Another im 
portant service is provided by NF- 
WA’s Operating Cost Committee 
which, on request of other commit- 
tees, develops data to indicate experi- 
ence in the handling of the various 
distributor functions. 

“In 1949 the proof of our nation’s 
‘economic pudding’ will not be in the 
production, or the consumption, but 
in the distribution that makes it all 
possible. ‘To produce that proof is 
the appliance distributor’s greatest 
challenge and responsibility. As the 
key man in our industry’s interde- 
pendent selling team he must suc- 
ceed.” 








DATES AHEAD 


National 


Winter General Meeting, American Institute 
of Electrical Engineers, Pennsylvania Hotel, New 
York, N. Y., Jan. 31 to Feb. 4, 1949. 


Transmission and Distribution Committee, 
EEI, Netherland Plaza Hotel, Cincinnati Ohio, 
Feb. 10-11. 


National Electrical Manufacturers Assn., 
Winter Convention, Edgewater Beach Hotel, 


Chicago, Ul. March 13-18. 


Third International Lighting Exposition and 
Conference, Stevens Hotel, Chicago, Ul. March 
29-April 1. 


Fifteenth Annual Sales Conference FEI, 
Edgewater Beach Hotel, Chicago, Ill. April 5-7. 


National Electrical Wholesalers Assn., Nether- 
land Plaza Hotel, Cincinnati, Ohio. May 1-6. 


Annual Meeting, Edison Electric Institute, 
Atlantic City, N. J. June 1-3. 


Su ner General Meeting, American Institute 
of E rical Engineers, New Ocean House, 
Swampscott, Mass., June 20-24, 1949. 





National Technical Conference, Uluminating 





Engineering Se y 
September 19-23, 1949. 


Midwest General Meeting, American Institute 
of Electrical Engineers, Cincinnati, Ohio, Octo- 
ber 17-21, 1949. 


Southern 


Operations Section, South- 
Oglethorpe 
1949. 


Engineering and 
eastern Electric Exchange, General 
Hotel, Savannah, Ga., March 24-25, 


Electric 


Annual Conference, Southeastern 
Fla.. 


Exchange. Boca Raton Club, Boca Raton, 
April 13-15, 1949. 


Southwestern District, American Institute of 
Electrical Engineers, Dallas, Texas, April 20-22, 
1949. 





Trade-In Deals 
Offered by Proctor 


To HELP DEALERS maintain smal 
appliance sales volume, the Procto1 
Electric Company has announced 
that it will embark on a merchandis 
ing campaign for the first quarter of 
1949 which will feature a $2.00 trade 


in on its $12.95 Champion iron and 
a $3.00 trade-in on its $18.95 Color- 
Guard toaster. Both products are 


4 


regular deluxe items in the Procto: 
line. 

This trade-in promotion is being 
made possible. according to Robest 
M. Oliver, vice-president in charge of 
sales, because Proctor top manage- 
ment realizes that the appliance in 
dustry is back to a prewar norm and 
the company wants to do everything 
possible to assist the appliance retail- 
er to maintain an equal volume of 
business throughout 1949. 

According to Oswald MacCarthy, 
eastern sales manager, the activity has 
the wholehearted co-operation of Proc- 
tor distributors because they too tea- 
lize the necessity of stabilizing retail 
volume throughout the year. 
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Merit Award Competition 
Deadline Draws Near 


As THE closing date for the Light- 
ing Merit Award Competition—mid 
night of Jan. 15, 1949—draws near, 
Case Study Entries are flowing steadt- 
lv into the offices of the Merit Award 
Committee, 326 West Madison 
Street, Room $818. Chicago, Illinois. 
Here they are being held until the 
close of the competition, when they 
will be reviewed by a board of five 
judges who will choose the winners 
that are to receive the 15 Gold Seal 
Awards of $100 each and the en 
graved Merit Award Certificates. 

The contest is under the auspices 
of the Third International Lighting 
Exposition which will be held next 
March 29 thru April 1, 
the Industrial and 
Lighting Equipment Section of Na 
tional Electrical Manufacturers Asso 
ciation. 

This 
promise to exceed in number those of 
the previous competition, differ in 
important respects from last 
studies this 


sponsored by 
Commercial! 


1 


vear’s case studies, which 


several 
vear’s entries. All case 

vear are submitted in uniform fash 
ion; they are required to be mounted 
on standard mounting board, 24” x 
36”, suitable for wall hanging. One 
reason for this provision is that the 
winning enéies will be prominenth 
displayed at the Third International 
Lighting Exposition, as a source of 
ideas for lighting men, architects, 
engineers, clectrical contractors and 
wholesalers, and users of lighting who 
will be in attendance. 

Another requirement placed on this 
vear’s entries is that they be limited 
to the solution of a single lighting 
problem, but this does not limit the 
number of photographs or drawings 


which may be used. 


Short Course Given for 
Electrical Metermen 


Tue A & M College of Texas in 
co-operation with the public utilit 
companies of the state and the South- 
west Electrical Metermen’s Associ: 
tion recently sponsored a course fo: 
clectrical metermen at the College 
The course was attended by over 20) 
individuals, making it the largest pub 
lic utility short course offered at the 
College. 

The group was welcomed to the 
campus by Professor R. P. Ward, as 
sistant to the Dean of Engineering, 
and the opening address of the school 
was on service, delivered by Professo: 
M. C. Hughes, head of the Electrical 
Engineering Department. Professors 


cn 
ov 


L. M. Haupt, L. H. Grasshoff, R. P. 
Ward, L. L. Grandi, and N. I. Rode 
took active parts in various phases of 
the program. O. S. Hockaday, sup- 
crintendent of transmission of th 
lexas Electric Service Company, ad- 
dressed the group at their banquet ‘n 
Sbisa Hall with J. Fenton Thomas, 


president of the Southwest Mete: 
men’s Association and meter supei 
visor of Texas Power & Light Com 


pany, acting as toastmaster. 


Record Light Bulb Sales 
Promoted in Nashville 


\ six weeks light bulb promotion 
bv dealers in Nashville and Davidson 
County has ended with a record total 
of 711,307 light bulbs of all sizes 
sold, according to W. D. Hall, sales 
promotion Nashville 
Electric Service. This compares with 
a total of 564,533 bulbs of all sizes 
promotion 


manager fol 


sold during a similai 
vear ago. 
Of the light bulbs sold this vear in 


Nashville, 394,557 were of 100 watts 


or larger, while 316,750 were less 
than 100 watts, this being the first 
vear that the larger sizes have outsold 


the smaller. 

Nashville’s  ligitt 
bulb promotion attributable to a 
of factors such as effective 


Ihe success of 


number 


co-operation between manufacturers 
distibutors and dealers in’ planning 
their local advertising and sales cam 
paign, as well as leadership assumed 


bv Nashville 


window 


Electric Service it 


ganizing displavs and con 


ducting a “Mystery Shopper’ contest 
for sales clerks in stores. 
On the basis of 1940 U.S. Census 


figures, the recent fall light bulb pro 
motion at Nashville accounts for an 
average of nearly three new bulbs 
apiece sold to every man, woman and 


child in Davidson Countv. 


Hamilton Appoints 
New Distributors 


[HE APPOINTMENT of the Coving 
ton Distributing Company. 34 Nozth 
Hamilton, Houston, Texas, has been 
announced by Charles H. Rippe, Jr., 
sales manager, Home Appliance Divi 
sion, Hamilton Manufacturing Com 
pany. The Covington company will 
distribute Hamilton Automatic Fluff- 
Dri clothes drvers in the Houston 
area. 

\t the same time it was announced 
that the Standard Distributing Co. 
227 East Cevallos St., San Antonio, 
Texas, has been appointed distributor 
for Hamilton automatic clothes dryers 
in that area. 


New Receptacle and Plug 
Announced by NEMA 


THe apoprion of standards for a 
new type of receptacle and attach- 
ment plug designed to facilitate the 
effective grounding of the exposed 
metal parts of portable appliances, 
where such grounding is required by 
the National Electrical Code or, for 
other reasons is considered desirable, 
has been announced by the Nationa! 
Electrical Manufacturers Association. 

In view of the strong interest of 
the electrical inspectors in this sub 
ject, and the fact that it has been 
proposed, and at some future time 
may again be proposed, that the Na 
tional Electrical Code include addi 
tional requirements for the grounding 
of certain appliances, a special com 
mittee of the National Electrical Code 
Committee was appointed to review 
and report on the whole matter. The 
special committec 
vho has for a 


chairman of this 
was A. TT. Schirmer, 
number of vears been 
Nationa! Electrical Code 
Committee on 
Mr. Schirmer’s 
verv thorough investigation and sub 


chairman of the 
Article 250 
grounding. 

committee made a 
mitted a comprehensive report. ‘The 
report did not recommend that the 
ippliances 
should be grounded but, on the con 
trary, pointed out that in many cases 
the potential hazard of electric shock 
would be increased by grounding rath 
er than decreased. At a meeting call 
ed for a gencral discussion of this sub 
ject under the auspices of the Amer 
ican Institute of Electrical Engineers, 
the consensus of the meeting was gen 


frames of all portabk 


eral agreement with the conclusions 
stated in the report 

or use on circuits where grounding 
is required by the National Electrical 
Code or, for other reasons, is consid 
ered desirable, the Committee report 
included the recommendation that 
a new type of grounding receptacle 
and attachment plug cap be develop 
ed. 

[he particular features of the de 
vices are as follows: 


Receptacles 


\. Each receptacle is rated at 15 
ampcres, 125 volts, ind will fit in the 
standard 1%4 inch x 2%4 inch outlet 
box. 
be of the 

standard 
may be 
provided 


B. The receptacles may 
single or duplex type and 
convenience outlet plates 
used. Each receptacle is 
with two current-carrving contacts 
and one. grounding contact. Each 
duplex receptacle will accommodate 
two three-pole grounding attachment 
plugs, or two two-pole standard paral- 
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ie ‘ ® Muiti-conductor Self-Supporting 

Aerial Cable for signal and control 
circui’s. Varied insulation colors 
provide quick circuit identification. 





® Three-conductor Self-Supporting 
Aerial Cable. Hazaprene protective 
jacket on each conductor makes splic- 
ing and terminating simple and fast. 





ALUMINUM CONDUCTORS 


® Hazard Self-Supporting Aerial Cable 
available with Aluminum Conductors. 
Ask your Hazard representative or write 
us for the facts about lightweight con- 
ductors for overhead service. 
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HAZARD SELF-SUPPORTING AERIAL CABLE 


Qa. 


install this pre-assembled cable, messenger 
and binder ALL IN ONE OPERATION 


here overhead service with insulated cable is in- 
dicated, Hazard offers you this simple, self-supporting 
‘able construction that makes installation quick, easy 
and economical . . . that provides ample protection 
against tree branches and rough weather . . . that assures 
lasting, trouble-free, low-cost circuits. 

With Hazard Self-Supporting Aerial Cable, specially 
compounded Submarine rubber insulation provides 
long-lived, moisture-resisting, electrical protection for 
the Hazaloy coated copper conductors. Over this insula- 
tion goes a tough Hazaprene jacket that’s well known 
for its unusual resistance to sun, cold, moisture, abrasion. 

Bound to the cable by a spirally wound metallic tape. 
a strong Copperweld messenger gives full support be- 
tween points of suspension. This simple, but effective 
all-in-one construction (cable, messenger, binder) of 
Hazard Self-Supporting Aerial Cable provides the ideal 
answer to the problems of installing and maintaining 
overhead circuits. For more information, ask your 
Hazard representative or write Hazard Insulated Wire 
Works, Division of the Okonite Company, Wilkes-Barre, 
Pennsylvania. 


HAZARD 


insulated wires and cables for every electrical use | 
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lel-blade attachment plugs, or one of 
each. 

C. ‘The grounding contact in the 
receptacle is electrically connected to 
the strap or mounting yoke, also to 
a terminal on the receptacle for the 
connection of a grounding conductor 
Thus, if a metal-enclosed tvpe of wit 
ing is used, the grounding contact is 
grounded through the metal enclo 
sure; or if the wiring is non-metallic 
sheathed cable or  knob-and-tube 
work, the grounding connection is 
completed through a third conductor 
serving as a grounding conductor. 

D. The binding-screw head for 
connection of a grounding conducto: 
is hexagonal in shape and green in 
color, to distinguish it from the ter 
minals for connection of the cu 
rent-carrving circuit wircs. 


Attachment Plug Caps 


E. The three-pole attachment plug 
is provided with a grounding prong 
of such size and shape that it cannot 
be inserted into any of the current 
carrying contacts of the receptacle. 
and this prong is longer than the 
other two so that, when inserted, the 
grounding connection is completed 
before the current-carrving 
make contact. 

| The binding-screw 
connection of the grounding conduc 
grounding 
prong of the plug is hexagonal in 


prongs 
head for 
tor of the cord to the 


shape and green in color, to distin 
guish it from the binding screws fo 


the other conductors. 


Planned Lighting Aids 
Available to Tadustry 


SIx NEW promotional and educa- 
tional aids have been completed to 
supplement the Planned Lighting 
Program of the electrical industry, 
and are now available from the Edi 
son Electric Institute and Bettei 
Light Better Sight Bureau, joint spon- 
sors of the program. 

Prepared at the request of electric 
utility companies now engaged in 
promotion of Planned Lighting, the 
new materials consist of a customer 
booklet covering ideas for moderniza- 
tion of existing home lighting; a fold- 
er with suggestions for better light 
for childrens’ study areas in the home; 
a folder with lighting ideas for cus- 
tomers now planning to build or re- 
model homes, and a series of three 
mailing pieces on Planned Lighting 
for food stores. 

“Lighting Ideas to Brighten Your 
Home,” a two-color, 12-page book- 
let designed for use with medium- 
and low-income customer groups, is 
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packed with low cost ideas for im- 
proving present home lighting and 
bringing illumination levels up to 
modern standards. How to eliminate 
glare and shadows with inexpensive 
fixtures, the best use of adapters, pin- 
to-wall and portable lamps, and sug- 
gestions for effective use of packaged 
valances, are among the subjects cov- 
ered in non-technical stvle. The book 
let can be used as a mailing and hand- 
out piece, and in answer to requests 
for information about home lighting. 

“How to Make Homework Light- 
er” is intended to inform parents, 
children and teachers of the latest 
lighting recommendations for study 
and homework, and to encourage im- 
provement of the seeing facilities af- 
forded children for this purpose. 

“Planning ‘Your Sunshine Home 
with Lighting for Better Living” is 
aimed at boosting the provisions made 
for wiring and lighting in new resi- 
dential construction. 

The three mailing pieces for use 
with food stores sell Planned Light 
ing as an effective aid in meeting 
competition, show how easier seeing 
means more profitable selling, and 
illustrate the use of highlighting and 
atmosphere lighting to sell special 
high-profit items. Aimed directly at 
the electric company’s largest com- 
mercial lighting market, these mail 
ers are expected to prove effective in 
producing requests for the Planned 
Lighting service offered by electric 
companies, contractors and others. 

Sample copies of the above mate 
rials are available to electric utility 
companies upon request to the Edi- 
son Electric Institute, 420 Lexington 


Ave., New York 17, N. Y. 


New Wholesale Company 
Established in Enid 


ne NEED for an electrical whole 
sale house that would give special at 
tention to the small town wiremen, 
with the idea of helping them in 
every angle of rural wiring, led L. M. 
Beneficl, of Wichita, Kansas, to estab 
lish the Rural Electric Supply Com 
pany, 511 South Hydraulic Street, 
Wichita. The success of this five 
vear old business has enabled Mr. 
Benefiel to establish another similat 
wholesale company at Enid, Okla- 
homa, under the name of Enid Elec 
tric Supply Company. The Enid 
Company is operated under the man- 
agement of Vern E. Kufus. 

Mr. Benefiel was associated with 
the Kansas Utility Company for more 
than 20 years, and during the war 
years was with the Black-Veatch 
Engineering, of Kansas City. 


Advance in Sales for 
Electrical Wholesalers 


ELectricaL goods wholesalers of 
the Southeast and Southwest experi 
enced increases in sales of from 1+ 
to 26 per cent during the first nine 
months of 1948 over the correspond 
ing period of last vear, and from 12 
to 29 per cent in September, 1948, 
compared with September, 1947, C. 
Parker Persons, regional director of 
the U. S. Department of Commerce 
in Atlanta, reported. 

Ninety-six dealers of the South 
Atlantic region, comprising Florida, 
Georgia, Virginia, West Virginia, 
Maryland, Delaware, the District of 
Columbia and the Carolinas, reported 
an increase of 14 per cent in sales for 
the nine-month period of the current 
vear over the same period last year, 
and a rise of 12 per cent in Septem 
ber 1948 over September 1947. 

Twenty-five dealers of the East 
South Central section, including Ala 
bama, Mississippi, ‘Tennessee and 
Kentucky, experienced increases of 24 
and 29 per cent, respective!y for the 
two periods, and fifty-three firms ef 
the West South Central area, com 
posed of Texas, Louisiana, Oklahoma 
and Arkansas, respective 
gains of 26 and 29 per cent. 

Dollar sales in the three regions in 
September 1948 included, South At 
lantic, $18,790,000; East South Cen 
tral, $5,545,000; and West South 
Central, $11,704,000. 


increases in sales 


recorded 


Proportionate 
were registered among full-line whol 
salers of all three regions. The onh 
minus signs appearing in the Bureau 
of the Census report on Septembe 
sales were among wiring supplies and 
construction materials distributors 
and appliance specialty wholesalers in 
September 1948 compared with Au 
gust 1948. In the South Atlantic 
area, a drop of one per cent came fo: 
wiring supplies and construction 
materials distributors and 6 per cent 
for appliance and specialty wholesal 
ers, and 12 per cent in the East and 
West South Central sections for wi 
ing supplies and construction mate- 
rials dealers. 

Nationally, the industry registered 
a 16 per cent increase in sales for the 
nine-month period of 1948 over the 
same period last vear; a 20 per cent 
gain in September 1948 sales over 
September 1947; and 11 per cent 
greater sales in September 1948 than 
in August 1948. Total dollar sales 
for 600 firms of the United States 
participating in the Census Bureau’s 
panel was $130,464,000 for Septem- 
ber 1948. 
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ANOTHER F/IRS7T— Hubbard, One Piece, Upsweep 


Brackets are a development in Street Lighting made necessary partly 
by the requirement for higher mounting of Luminaires, without setting 
new poles and without ‘‘wasting’’ pole space for bracket supports, 
and partly by a demand for greater simplicity and efficiency plus low 
cost. They can be mounted at the pole top if desired. 

Furnished in lengths from three to six feet, these arms are all ‘‘one 
piece’’ design requiring no pole plates, braces, brace clips, insulator 
bushings or other fittings. They can be attached by one man. There 
are no sharp bends or other obstructions to hinder internal wiring. 
Complete data is forthcoming on these and greater lengths. Write 


for your copy. 


The new, exclusively Hubbard, Keyhole type (Patent 


Design of the Hubbard “One Piece” Street Lighting 
applied for) of attachment above permits installation 


Bracket cllows use on wood or steel poles merely 
by the application of pole bands. No change in 
design of the arm. 


HUBBARDaxnn COMPANY 


PITTSBURGH OAKLAND, 
CHICAGO CALIF. 


by one man. 


Installation on Wood Pole 
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AIEE Subsection Formed 
In Greensboro Meeting 


\ suBSECTION OF the North Caro- 
lina section of the American Institute 
of Electrical Engineers to cover the 
areca including Greensboro, High 
Point, Burlington and Winston-Salem 
has been organized at a meeting in 
Greensboro. 

F. R. Jackson, Jr., of Wanston- 
Salem was elected chairman of the 
new group. 

J. Dan McConnell, of Greensboro, 
presided, and speakers included: Ben 
V. Martin, of Charlotte; H. B. Wolf, 
of Charlotte, regional vice-president of 
AIEF; Prof. C. G. Brennecke, of N. 
C. State College, Raleigh, chairman 
of the North Carolina section. 

Other officers elected were: C. Eu- 
gene Stephenson, of Winston-Salem, 
vice chairman; David Briggs — of 
G-censboro, secretary; and Isaac Fid 
ler of High Point, publicity officer. 


Tennessee Dealers See 
Gibson 1949 Models 


Woopson & Bozrenran, Inc., of 
Memphis, Tennessee, held a success 
ful Gibson dealer sales meeting re 
cently at the Peabody Hotel, present 
ing the new 1949 line of Gibson 
ranges, freezers and _ refrigerators. 
Over 150 dealers from the ‘Tri-State 
area attended this mecting. A lunch 
con was served at noon with an eve 
ning dinner after the mcecting. 

Participating in the program wer 
KF. D. Bozeman, Jr., president; J. M. 
Baesman, sales manager; D. D. 
Shonn, assistant to general sales man- 
ager, Gibson Refrigerator Co., and 
FE. S. Nobles, Southern Division man 
ager, Gibson Refrigerator Ca 


Million Dollar Dam 
Planned by TESCO 


Texas Erecrric Service Co. will 
spend $1,000,000 to build Morgan 
Creek dam near Colorado City, Tex., 
including a 40,000-watt steam gen- 
erating plant. This announcement 
was made by TESCO President J. B. 
Thomas at a mass mecting of Colo 
rado City citizens. The reservoir will 
cover 2,000 acres, and the generating 
plant will be the second largest be- 
tween Fort Worth and FE] Paso. The 
largest is TESCO’s 50,000-watt Per- 
mian Basin station near Monahans, 
Tex., now under construction. 

Colorado City is one of several 
Texas towns subject to summer water 
shortages. Thomas said the Morgan 
Creek project will be completed in 
time to impound 1949 spring rains. 
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The city plans to vote bonds to fin- 
ance a pump and filter station and 
mains to connect with its water sys- 
tem, at a cost of $450,000. The util- 
ity company will sell water to the citv, 
which has hitherto depended upon 
wells. 

Meanwhile, Colorado River Muni 
cipal Water Association continues 
planning for a larger lake 25 miles 
northwest of Colorado City. This 
project, when completed, will aug 
ment water supplies of Colorado Cits 
and the neighboring towns of Big 
Springs, Midland and Odessa. 


. 


Southeast Distributor 
Named for Kalamazoo 


New souTHEAst§ distributor — for 
Kalamazoo Stove and Furnace Com 
pany appliances will be William C 
Allen & Associates, Inc., of Birming 
ham, Ala., it was announced bv Ai 


thur L. Blakeslee, Kalamazoo pres 
ident. 
Approximately 1,000 retail outlets 


are planned in Alabama, Georgia, 
Mississippi, North Carolina. South 
Carolina, and Tennessee. Thev will 
handle the entire Kalamazoo line of 
ranges, washing machines, refrigera 
tors and freezers. 

This is Kalamazoo’s first move into 
southeastern territory since the war. 
Previouslv the number of dealers en 
franchised has been rigidly limited to 
assure each a full supply of merchan 
dise. A recent substantial increasc 
in production has made possible th« 
increase in dealers. 


Eicor Co. Converts 
Oglesby Plant 


Ir HAS BEEN announced by Eicor. 
Inc., of Chicago, that their Oglesby, 
Illinois plant is being converted to 
the manufacture of various consumer 
products in line with the company’s 
policy of broadening their linc of 
activity. Space required for these new 
products makes it necessary to dis 
continue the manufacture of a-c frac 
tional horsepower motors. Their line 
of d-c motors, dynamotors, and con- 
verters will continue to be manufac- 
tured in their Chicago plant as in the 
past. 

Conversion of the Oglesby plant 
which was enlarged this last year is 
now underway and the new products 
will be announced shortlv after the 
first of the year. The company wishes 
to assure all users that warranty pro- 
tection will be continued and renewal 
parts carried on the discontinued 
items. 


Admiral Corp. Names 
Capital Distributors 


APPOINTMENT of Capital Distribu- 
tors, Inc., 15% East Reno Street, 
Oklahoma City, Oklahoma, as exclu- 
sive distributors of Admiral radios, 
radio-phonographs, television scts, 
electric ranges and refrigerators for 
Oklahoma has been announced by 
W. C. Johnson, general sales man 
ager of Admiral Corporation. 

General manager of the firm is O. 
A. Helderle, who has been connected 
with radio and appliance wholesale 
houses in the midwest since 1928. 
Other officers associated with the 
Capital Distributors, Inc., are: A. S. 
Hohenberg, president; Lee Skillman, 
vice-president; and A. Schwettmann, 
operations manager. 


Stromberg-Carlson Names 
New Orleans Distributor 


Ir HAS BEEN announced by C. J. 
Hunt, Stromberg-Carlson radio and 
television sales manager, that the 
Lighting Fixture & Electric Supply 
Co.. Inc., of New Orleans will serve 
as the company’s distributor of radio 
and tclevision products in parts of 
three southern states. 

The new addition to Stromberg 
Carlson’s sales family will cover the 
company’s authorized dealers in 56 
parishes of Louisiana, +] counties in 
Mississippi, and two in Alabama. 


Television Class Offered 
By Memphis Distributor 


A rourtTH class on the servicing of 
television receivers has just been com 
pleted bv the McDonald Brothers, 
Philco television distributor in thc 
Memphis area. The school, headed 
by W. J. Ashworth, service manage! 
of McDonald Brothers, with Leo 
Smith, television service managcr, and 
Sam Sceiberling of Philco, has met 
with tremendous dealer enthusiasm. 

In addition to the school. Mr. Ash 
worth, with help from other distribu- 
tors, has organized a Television Serv- 
icemen’s Association. The associa 
tion hopes to protect the consumer 
by keeping television servicing in 
competent hands. 

McDonald Brothers stated furthei 
that five warranty television service 
stations have been set up in the cits 
of Memphis for proper installation 
and service. 

A survey truck, covering the entire 
Memphis area, has been put in op- 
eration to determine just which sec- 
tions will have television available. 
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“Then maybe I can save you quite a bit of 
time and expense! 30,000 companies already 
are saving — by buying their electrical needs 
from us. For wiring, lighting, ‘intercom’ sy 
tems—just about any electrical installation 








‘First reason is, you can get 100,000 different 
electricel iter t by picking up your 
phone and calling Graybar’s local office! Or 
dering everything from Graybar saves you 


ollars, both ‘n time and in p > rork 





"And it's all quality stuff carefully se j 
over the years by men who know the business 
in each field. Graybar’s lines are the nation’s 
favorites — products of over 200 leading manu 
facturers. Names you have confidence in 


Whenever y 1eed spe i 
tance, one e Graybar Specialis 
work on your prob M W 
regular Graybar Representative 


quick tacts on any € 


hler Me 





“One nice thing about doing business with 
Graybar 's — we're a friendly bunch. Our local 
people tuke a real interest in their neighbors 
and customers. Yet you get the benefits of 
our nat.on-w.de set-up cnd experienc 





“The fact that Graybar is the oldest and big- 
gest distributor of electrical supplies may not 
set you on fire. But our long-time, close rela- 
tions with leading suppliers don’t hurt a bit — 
especially when you need emergency help... 


ACES 


X 
—— = 


Graybar is fussy about the people 
That goes for the folks behind t 

like our order editors. Our 

ate. Our wareho men 








“One thing about Graybar that really makes 
us different ... we're 100% owned by our- 
selves — operating and retired personnel. That 
makes us especially anxious to please. Gives 
you the kind of attention you want! 


“When you need elec- 


Se) awe trical items, remember all 
ra a 10 eX =1-1- Bd =Te (10) 01D Co) ame) dol) 


ELECTA! 


IN OVER 100 PRINCIPAL CITIES 


c COMPANY ing 


Executive offices: Graybar Building, New York 
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+ 


New “GLAZ ON” eco Tg oo 
MARK  . ww? oa ® 


TRADE 


Gives You: 










What GLA ON is: 


TRADE 
“Glazon” is the trade name fegistered by Triangle Con- 


duit & Cable Company to identify its recently perfected 
type of protective outer covering. The exceptional de- 
grees of flexibility, smoothness and durability shown by 
“Glazon” covering stem from many factors, including: 


Braid based on an inorganic substance derived from glass which cannot rot, burn, 
absorb moisture, or deteriorate with age. 

Saturant developed specifically for the braid. Bonds permanently to the individ- 
ual fibers and sets new standards for resistance to heat, moisture, fire and rot. 


Technique of application locks the saturant in the braid. It will not chip, flake or 
peel off. This unique combination of saturant and braid makes full use of the 
extremely high tensile strength of the braid material and produces a smaller, 
smoother, tougher and moré flexible outer covering—which is “Glazoen.” 


For further information on “Glazon” building wire and other Triangle 
products, contact your jobber or your nearest Triangle District Office: 


Albany, N. Y., 11 N. Pearl St. Detroit 2, Mich., 914 Stephenson Bldg. New York 7, N. Y., 50 Church St. 

Atlanta, Ga., Bona Allen Bldg. Houston, Texas, 4101 San Jacinto St. Newark 2, N. J., 189 Market St. 

Baltimore, Md., 802 Hearst Tower Bldg. Indianapolis, Ind., R. R. #5—Box 555 Palm Beach, Fla., 244 S. County Rd. 
Boston, Mass., 470 Atlantic Ave. Kansas City 8, Mo., 1827 Grand Ave. Philadelphia 7, Pa., Real Estate Trust Bldg. 
Charlotte, N. c.. 210 Builders’ Bldg. Los Angeles 13, Calif., 923 E. Third St. Pittsburgh, Pa., Wm. Penn Hotel Bldg. 
Chicago 6, IIl., 20 N. Wacker Dr. Minneapolis 4, Minn., 1419 Second Ave.,S. San Francisco 5, Calif., 383 Brannan St. 
Columbus 8, Ohio, 1356 W. Seventh Ave. New Orleans, La., 348 Baronne St. Seattle 33, Wash., 12221 Greenwood Ave. 


If It’s “GLAZON” It’s Made by TRIANGLE... 
If It’s Made by TRIANGLE It MUST Be Right! 


UNE i ‘ys ) Y 


1906 Jersey Avenue ©@ New Brunswick, N. J. 
Plants at New Brunswick, N. J. and Moundsville, W. Va. 










» 






Building Wire @ Bare Wire @ Armored Cable @ “Glazon" Triex Non-Metallic Sheathed Cable 


ru 7% S94 yr . ° 
SIILLIS GLI I 2 ILIGIGIVI Service Entrance, Service Drop, Varnished Cambric Braided or Leaded Trioprene Trench, Power and 


'T muUSsT a RIGHT ! Parkway Cables @ Rigid Conduit @ Electric Metallic Thin Wall Conduit @ Flexible Steel Conduit 
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101—Propeller Fan 


\lanufactured by American Blower 
Corp., Detroit 32, Mich. 


DesicNep to combine distinctive 
stvling with exceptional economy, a 
new Model A Ventura propeller fan, 
for exhausting bad air, fumes and 
odors, has been added to the line of 
American Blower industrial, commer- 
cial and home ventilating equipment. 





Many refinements in design and 
construction have been incorporated 
in the new fan and its stvling blends 
ideally with modern interiors. 

Important advantages include: 
square mounting panel, easily install 
ed; streamflow motor — enclosure; 
smooth easy-to-clean surfaces; termi 
nal box without exposed wiring; Aero 
curve 3-blade propeller; streamlined 
inlet for substantial savings in power. 


102—Ironrite Cabinette 


Manufactured by the Ironite Ironer 
Co., 322 Cass Ave., Mount Clemens, 
Mich. 


IRONERS in the past have been con 
fined by their design to two locations: 
the kitchen or the Jaundry. Tronrite 
is changing this in. presenting its new 
Ironrite Cabinette. 

The Cabinette will take its place 
with the finest of furniture in the 
modern home. Designed in Grand 
Rapids, Michigan, the furniture cap- 
ital of the nation, it can be used as a 
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server in the dinette, as a chest in the 
hallway, decoratively in the living 
room or bedroom. 

Mechanically, the new Ironrite is 
the same as Modc! 80 er 85, designed 
for use in kitchen or laundry. Jt op 
crates just the same. Its great diffe: 
ence is in its application when not in 
use. The cabinet and legs are 
made of imported and domestic hard 
woods. Exceptional rigidity is fea 
tured. All surfaces are smoothly sand 
ed and polished, the finish is wate 
and moisture resistant. 

The Cabinette is available in two 
tinishes, neither of which will go out 
of date. For a traditional setting— 
brown mahogany. This will blend 
well with cither a walnut or maho- 
gany setting—honey blonde, the most 
modern shade. 


103—Water Heater 


Manufactured by McGraw Electric 
Co., Clark Div., 5201 West 65th St., 
Chicago 38, III. 


A new 40-gallon Toastmaster table- 
top automatic electric water heater 
incorporating all the features of the 
regular Toastmaster modcls has gone 
into production. 

The water heater is equipped with 
finger-tip water temperature control. 
A convenient control-knob, located 
near the base of the water heater, per- 
mits temperature regulation between 
120 and 170 degrees F. This feature 
allows an increase in water tempera- 
ture when needed for laundry or 


cleaning purposes which require ex 
ceptionally hot water. 

Designed to harmonize with mod- 
ern kitchen equipment. the sidewalls 
of the water heater are finished in 
baked white enamel. The top sur 
face offers more than four square feet 
of additional table-top height work 
space. 

Because the kitchen sink is nor 
mally the point of most frequent hot 
water use, the new Toastmaster heat 
er permits an economical plumbing 
layout. Short lengths of small-dia 
meter pipe may be used, thus climi 
nating pipe-cooling heat losses. 


104—Meter Enclosure 


Designed by Carll W’. Strong, 3990 
Randall Mill Road N. W., Atlanta, 


Georgia. 


\fanufactuted and Distributed by B 
& C. Metal Stamping Company, P. 
QO. Box 56, Station D, Atlanta, Geor- 


gia. 


[HE ELIMINATION of the. sealing 
ring is one of the outstanding advan- 
tages of this new line of socket-tvpe 
meter enclosures. A distinct saving 





to the utility is represented in the 
initial enclosure cost as well as_in- 
stallation expense. In this design, 
for which patents are now pending, 
the meter is sealed securely in place 
by the cover which rests firmly 
against the meter base rim. A sim- 
plified sealing device is supplied for 
the utility seal. A unique method is 
used to seal the enclosure, when the 
meter is not installed, by using a 
metal disc which is supplied with 
each enclosure, or a transparent plas- 
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Yet they’ll make quick sales for you! Mentioned by number 
but not pictured in our calalog, these smart Colonial 


These handsome 

© fixtures are not 
pictured in Virden's 

) latest catalog 


fixtures offer tasteful variations in top Virden designs. 


Show them and they’ll move fast because they’re 


RIGHT for so many residential needs. 


Prices are as pleasing as the designs ...a tribute to 


Virden’s skill in mass production methods. 


Your Virden distributor can supply you from stock. Ask him. 


ae 


No. V—2505 ae ee, No. V—2715-C 


SS 





John C. Virden Company ° Cleveland, Ghio 
Wember pomerican Home Lighting Vustitute 
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tic cover may be provided on request. 

Among the advantages claimed for 
this new box bv its manufacturers 
are: more wiring space and easier in- 
stallation, better accessibility for in 
spection, suitable for use with any 
type of socket meter, allows use of 
larger conduits when desired, and 
completely eliminates the use of 
socket ring and supporting bar used 
in some other socket tvpe meter en 
closures. 

Ihe boxes are available in all com 
binations and in steel or aluminum 


105—Swivel Hanger 


\lanufactured by the Appleton Elec 
tric Co., 1701-59 Wellington Ave., 


Chicago 13, II. 


A NEw item has been announced, 
referred to as ‘Type “SSH” safety swi 
vel hanger which is furnished, com 
plete with cover, for use with 112” to 
+” deep concrete boxes as well as 4” 
octagonal measuring 1142” o: 
2¥e” deep. 

Industrial lighting installations ot 


boxes 


ten employ the use of extra heavy fix 
tures which require a properly anchor 
ed swivel attachment to assure posi 
tive safety and carry the necessary 
weight. Tvpe “SSH”’ safety 
hanger meets these conditions, since 
the weight of the entire suspended 
unit is borne by a fixture stud instead 
of relying upon the screws and screw 
ears of the box or ring for support. 


SW ive! 


106—Fluorescent Fixtures 


Manufactured by Leader Electric Co., 
3500 N. Kedzie Ave., Chicago 16, IIl. 


TRADE-NAMED the “‘Leaderall Lou- 
vered Light Ceiling,’ Leader Electric 
Company has developed an absolute- 
ly rigid and level ceiling of light. The 
fixture is of moulded destaticized 
plastic. It is useful for the uniformity 
and abundance of soft, shiclded lighi 
it filters over complete areas, and is 
unlimited in size. The units can be 
expanded endlessly. 
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Tie-rods of various lengths are avail- 
able so that the illuminated “ceiling” 
can be of any height below the struc- 
tural ceiling to which the lamps are 
attached. This means an cconomi- 
cal method of lowering high-ceiling 
rooms. It also spells economical fin- 
ishing off of both new and old ccil- 
ings, from the standpoint of decova- 
tion. Because the units are of plastic 
weight is reduced. Hence it produces 
no structural strains and also permits 
more louvers per foot for greatei 
shielding and diffusion of light, whilc 
retaining complete rigiditv. Rough 


handling of units, when re-lamping, 
has no effect upon the units’ original 


snug-fitting accuracy. 


107—Circuit Recloser 


Manufactured by Railway and In 
dustrial Engineering Co., Greensburg 
P. 


DesicNep for 15 ky circuits. this 
new tvpe MBH automatic circuit re 
closer is similar in design to the type 
MB Recloser (for circuits up to 8.52 
KV) recently introduced. The new 
tvpe MBH automatic recloser is nov 
mally used for the protection of dis 
tribution circuits. However, the high 
er capacity of the new type reclose 
permits its use as a substation breaker 
which provides the same protection 
as reclosing circuit breaker installa 
tions, but at lower cost. Initial trip 
occurs in 112 evecles, followed by one 
o* more time delay trips if line trou 
le is not cleared. 

The company also announces nev 
increased interrupting capacity for the 
tvpe MB recloser, which is now re 
commended for service up to 6000 
amperes, with load currents up to 250 
The type MB provides the 
same 1% cycle initial tripping and 
time delay subsequent tripping. Both 
units provide improved fuse co-ovdi 
nation. 


dampcres. 


Complete details of type MB and 
tvpe MBH automatic circuit reclosers 
are given in the newly published 
Bulletin 1371, copies of which may 
be obtained from Railway and In- 
dustrial Engineering Company. 

xe aS oS 


108—Ineandescent Fixture 


Manufactured by Pressteel Co., Berke 
ley, Cal. 


Or sprEciaAL interest to architects 
and lighting engineers, the “Spread 
lite No. 6630” is adaptable for both 
commercial and residential use. De 
signed for flush mounting, and avail- 
able in 100. 150 and 300 watts, the 
fixture can actually be installed out- 
doors. The heat resisting glass wil! 
stand exposure to weather and rapid 
temperature variation. A shallow drop 
bowl glass permits wide angle light 
distribution, particularly desirable 
when a large area is to be illuminated 
by few fixtures. 


109—Convenience Outlet 


Manufactured by the Bryant Electric 
Co., Box D, Barnum Station. Bridge- 
port 2, Conn. 


THis NEw grounding type conveni 
cnce outlet is designed for grounding 
exposed metal parts of portable appli 
ances. 

The 3-wire outlet has two current 


contacts built into the device. ‘The 
grounding contact is electrically con 
nected to the yoke and also to a ter- 
minal on the side of the outlet to 
which a grounding conductor may be 
connected. The binding screw of this 
terminal is hexagonal-shaped and col 
ored green for easy identification. 

In metallic system wiring, the 
grounding is made directly through 
the metal enclosure. For non-metal- 
lic systems, the grounding is complet- 
ed through a third wire serving as a 
grounding conductor. 

New tvpe 3-wire caps are provided 
with a grounding blade so designed 
that it cannot engage with the cur- 
rent carrying contacts, and, being 
longer, the grounding connection is 
made before the current carrying 
blades make contact. These caps are 
available in bakelite, brown or ivory, 
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PITTSBURGH REFLECTOR COMPANY PRESENTS FOR THE FIRST TIME a line of 
recessed units in architectural modules—whose application is limited only by 
the requirements of the designer. These units may be mounted individually, 
in continuous rows, patterns and squares. 


FOUR INTERCHANGEABLE SHIELDING ASSEMBLIES provide every type of 
shielding. Each Assembly is self-contained within a metal-frame and quickly 
attaches to the Troffer. Frames are piano-hinged and latched to simplify 
maintenance. 


COMPANION INCANDESCENT EQUIPMENT, designed especially for use with 
Universal Troffers, complements the line and gives the ‘‘accent’’ lighting 
needed for planned lighting installations. 


For details on the Universal Troffer and companion 
equipment, send for Advance Notice Sheet 40. 


Pittspurch Rerector ComPANy 


OLIVER BUILDING » PITTSBURGH 22, PENNSYLVANIA 


MANUFACTURERS OF FLUORESCENT AND INCANDESCENT LIGHTING EQUIPMENT 
DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 


Permaflector Lighting Engineers in All Principal Cities 








and armored with cord grip in two 
sizes. 
When desired, the outlet can be 


used in the conventional manner to 
accommodate standard 2-pole or tan 
dem blade caps, and can be either 
back or side wired. Outlet is all bake- 


lite construction and is available in 
brown and_ ivory. Accommodates 
standard duplex convenience outlet 
plates. 


110—Canopy Cutter 


\fanufactured by the Wiremold Co., 
Hartford 10, Conn. 


\WuIREMOLD announces the addition 
to its line of the No. 657 Wiremold 
canopy cutter—a hand punch design 
ed to cut fluorescent fixture canopies 
to take 500 or 700 Wiremeld race 
way. 

The addition of this cutter to an 
electrician’s kit, according to the com 
pany, will climinate the tedious, often 
haphazard hand cutting of such cano 
pies to accommodate Wiremold, and 
should be the means by which more 
and more fluorescent lighting jobs arc 
wired the casy, Wiremold way. 


111—Street Light 


Manufactured by General Electric 
Co., Lighting and Rectifier Dvv., 


Schenectady 5, N. Y. 

A REVOLUTIONARY new street light 
luminaire equipped with a_ built-in 
photoclectric control which responds 
to changes in the prevailing light level 
and turns the lamp-ON and OFF as 
conditions of visibility demand, has 
been announced by General Electric’s 
Lighting and Rectifier Divisions. 

The new Form 110 Iuminaire, 
which has a standard optical system 
and mountings, is especially designed 
for residential, suburban, and traffic 
circle lighting. 
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The photoelectric control, an inte- 
gral part of the luminaire, is mounted 
under a standard glass meter housing 
in the top half of a slip-fitter-type, die- 
cast aluminum hood. Developed to 


meet the need for an efficient, inex- 
pensive means of controlling indi- 
vidual luminaires on multiple street 


lighting circuits, it has a nominal rat 
ing of 120 volts at 50/60 cycles. 

The control unit is adjustable so 
that it will operate under any condi- 
tions at any light level between | and 
6 foot-candles at the control window. 
Its position within the housing is so 
fixed that units are entirely inter- 
changeable. Orientation is necessary 
only upon installation. 





112—Ground Rod 
Manufactured by Jasper Blackburn 
Products Corp., First, Madison & 


Clinton Sts., St. Louis 6, Mo. 


A COPPER-CLAD ground rod_ has 
been developed that has the unique 
feature of being completely covered, 
including point and driving ends, 
with a heavy coating of copper which 
is molecularly bonded to the steel 
core. The core has a much higher 
carbon content than is ordinarily used 
and is therefore stronger and_ stiffer 
and less apt to bend when driven in 
rocky soil. 

The rod is listed bv 
Laboraterics and is app’oved by the 
REA. It is made in % inch and %% 
inch in the 8 foot and 10 foot lengths, 
and *4 inch in the 10 foot length. 

* * * 


Underwriters’ 


113—Rigid Base Motor 


Manufactured bv the Hoover Co., 
Kingston-Conley Div., North Plain- 
field, N. J. 


To suPPLEMENT its line of rigid 
base, ball bearing motors. The Hoov 
er Company is introducing a new 
line of resilient and rigid base motors 
which are built to NEWA mounting 
standards. 

These new motors will be on Hoov- 
er dealer shelves within the next few 
weeks, and will be available in ratings 
of 44, 1/3 and % horsepower. They 
are single phase, 1725 rpm, dual volt- 
age, capacitor start motors which can 
be furnished with either sleeve or bal! 
bearings. 

Rubber-mounted units are designed 
for quiet operation and long life and 
extra line of motors are attractive in 
appearance and ruggedly constructed 
for heavy duty service. 

Sleeve bearing units have accurate 
ly machined, wool packed bearings 
and finely finished shafts to assure 








long life. Ideal for horizontal opera- 
tion where extreme quictness is neces- 
sary. Qil reservoirs and oil return 
grooves keep re-oiling at a minimum 

The resilient type ball bearing mo- 
tors are similar except that the oil 
cups are replaced by set screws which 
may be easily removed for periodical 
re-lubricating. ‘The ball bearings are 
pre-lubricated, sealed against dirt and 
require a minimum of 
These ball bearing motors mav be in 
stalled in any position from horizon 
tal to vertical. 


re-grceasing. 


1 14—Automatie Ironers 


Manufactured by Bendix Home Ap- 
pliances. Inc., South Bend 24, Ind. 


Soon vo BE concluded is a serics 
of distributor and dealer meetings at 


which executives of Bendix Home Ap- 





pliances, Inc., have been presenting 


two additions to the Bendix irone: 
line. 
Already in production, the stand- 


ard and portable models have been 
distinctively styled to match the de 
luxe Bendix automatic ironer. Pro 
duction of the deluxe mode! will be 
resumed upon completion of a $2, 
000,000 plant expansion program by 
the Clyde Porcelain Steel Company, 
Clyde, O. 

Expansion of the Bendix irone: 
line gives the company models which 
are competitively priced. Standard 
Model J will retail at $179.95 and 
Portable Model L at $64.95. The 
retail price of the deluxe remains at 
$229.50. 


115—Handklip Cutters 


Manufactured by H. K. Porter, Inc., 
Somerville 43, Mass. 


TueseE three tools, known as Hand- 
klip cutters, include a shear cutter, 
(cuts steel strapping, wire stay and 
box wire), a wire cutter (for cutting 
soft wires, rods, and %4-inch bolts) 
and an angle cutter (for close cuttinz 
of cotter pins, rods, bolts, etc.). 

All three tools have the same power 
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NEOPRENE COVERING 


ical An original General Cable Compound development! 
Copper Conductors—Hard, Medium-hard or Soft Drawn 













at The Neoprene-Plus compound has been painstak- 
ERO ingly developed by General Cable Research to em- 


an - 


g10 body service characteristics of exceptional merit. 


ant Longevity tests: of over 10 years continuous expo- 
sure to outdoor industrial atmosphere have indi- 





cated no evidence of deterioration. 


gates : Engineers and Research staff will be glad to supply 





ft i moott you with full test data in detail, and to quote from 
‘ the experience of many users. Write or phone. 
ee oO 
cut i fA youe FoaeRAL CABLE] & 
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Prosperous New Lighting Year, 
Partner ! 





You—the electrical contractor—are a key 


man in selling well-planned lighting to America. 


Our prosperity is inseparably linked to yours. 


Here at Guth we’re going to give you more 
cooperation than ever before. Some 
great new merchandising helps are being 


planned for you—watch for them! 


Together we can make 1949 a bonanza in 


tapping the rich lighting market. 


Prosperous New Year, partner! 






Do you have our current Catalog 44A-D? 


THE EDWIN F. GUTH COMPANY, ST. LOUIS 3, MO. 
647 Leaders in lighting since 1902 





joint principle, the same pressed stee! 
handles covered with a red plastic. un- 
affected by weather or water. ‘These 
tools are light, compact, and com- 
pletely new in design. 


116—Fluorescent Sunlamp 


Manufactured by Westinghouse Flec 
tric Corp., Lamp Div., Bloomfield, 
N. J. 


A new fluorescent sunlamp that 
will bring artificial) sunlight into 
schoolrooms. factories, offices, farms 
and homes has been developed by 
the Westinghouse Lamp Division 

The sunlamp has the same appcat 
ance as a regular fluorescent lamp but 
has five times the ultraviolet output 
of the screw-in bulb-type sunlamp 
[he sunlamp was made possible by a 
new suntan phosphor. The phosphor 
coats the inner wall of the tube and 
switches shortwave ultraviolet to the 
longer wavelengths found in natural 
sunlight. The sunlamp operates on 
the same circuits as a_ fluorescent 
but for lowest operating cost and best 
results, it should be mounted in spe 
cially designed fixtures. 

The average rated life of the sun 
lamp is 4,000 hours at six hours pet 
start, and it will be available in both 
20-watt 2-foot and 40-watt 4-foot 


sizes. The bulb itself is made of a 
special glass to help transmit the 
ultraviolet radiations that ordinary 


glass screens out. 


117—Water Heater 


Automatic Electric Co., Pottstown, 


Pa. 


\ new 40-gallon table top Sepco 
electric water heater has just been 
announced which is especially design- 
ed as a unit for use in the kitchen 
Chis attractive new model features 
porcelain table top providing a us 
ful working surface at the ideal height 
of 36 inches. Front and sides of the 
cabinet are white baked enamel fin 
ish, and the entire unit is styled to 
take its place in today’s modern kit 
chen. A_ black enamelled. recessed 
metal base fits snugly on the floor, 
thus eliminating the problem of clean 
ing under the heater. 

Although priced in the popular 
buying range, this new mode! is com- 
plete with all the performance fea- 
tures found in the larger Sepco mod- 
els. Either one or two of the heating 
elements designed by Sepco especial- 
ly for water heater use are available 
in this model, which is also equipped 
with Sepco’s patented, snap-action 
thermostat and helical diffuser for 
controlled cold water intake. 
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AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


American Electrical Wire and Cable 


ELECTRICAL SOUTH for JANUARY, 1949 








I HM ee Shai § 8 y 53 tists4 : pS sT4> z J . 3 $54 255 
PS FEF ss ‘ tii Nite TUPLE : 08 (8) 


ie 








oa 


$3 Heth So FSy piecitt 
Feb sigs ba pty Fes & 


see ryi cart: 








r6 23F. 


1 
ul 
ue 


“ 


PERSONNEL DIRECTOR 
au“ 


ELECTRICAL SOUTH for JANUARY, 1949 


“Advancement here is very rapid. As a matter 
of fact | started here this morning as a porter 
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EN Tast Us Possible, 


= + - \_ “ WE KEEP THE REELS 
i ROLLING TO CARRY 
ELECTRICAL POWER 
. TO THE SOUTH 







WITH THE FINEST OF ALUMINUM 


AND COPPER CONDUCTORS _) 








For Transmission and 
Distribution Systems 





Tl, i 
———— — 22 


a (0) 
_— IN THE HEART OF THE SOUTH 


Prompt Shipments Available On 
Galvanized Steel Guy Strand 
Armor Rods — Flat Armor Tape 
Twisting Joints—Clamps—Clips—Ties 
Weatherproof and Bare Copper Wires 


SOUTHERN ELECTRICAL CORPORATION 


P. O. BOX 989 Telephone 7-3325 CHATTANOOGA, TENN. 
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New Electrical Books 








Fundamentals of 
Electric Waves 
(2nd Edition) 


By Hugh Hildreth Skilling. Published 
by John Wiley & ‘Sons, Ince., 440 
Fourth Avenue, New York 16, N. Y. 
Price, $4.00. 

A work that will win widespread 
popularity because of the author’s 
ability to translate abstract wave theo- 
ries into clear physical pictures using 
a minimum of mathematics, this book 
is an up-to-date presentation of elec- 
trostatics and electromagnetics. 
Among the changes effected bv the 
author are additional information on 
cylindrical and rectangular wave 
guides, reflection of waves from both 
conducting and dielectric surfaces at 
both normal and oblique incidence, 
antennas, and wave propagation in 
semi-conducting media and in ionized 
regions. 

In addition to the introduction of 
the rationalized MIKS system of units 
throughout the work and the exten 


sion of the mathematical notation to 
exponential functions, the author has 
included many more problems, i!lu- 
strations, and. practical applications. 
Professor Skilling, head of the De 
partment of Engineering at Stanford 
University, has been a member of the 
Stanford faculty since 1931. 


Electric Heating 

For Homes 

Published by Westinghouse Electric 
Corporation. 306 Fourth Ave.. Pitts- 
burgh 30, Pa. 42 pages. Illustrated. 
Price, $2.00. 

‘THIS NEW, practical guide reduces 
the complicated procedure of design 
ing an electric heating system to the 
simple process of selecting the re 
quired heating capacity for a given 
room from the proper chart. 

The charts are easy to use and take 
into consideration such 
floor area, window area, various de- 
grees of insulation, and number of 
exposed walls. The guide also in 
cludes information about the selec- 
tion, location and installation of both 
wall and floor model unit heaters: 
determination of wire size for elec 
trical circuits; and climatic informa- 


factors as 
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Catalog Bulletins on 
Sherman Soldering Lugs 
available upon request 


We put a lot of careful workmanship into the produc- 
tion of all Sherman Soldering Lugs. Dimensions are 
held to consistent accuracy. Lugs are kept free from 
burrs, corrosion, etc., and special attention is devoted 
to maintaining FLAT contact surfaces. All lugs 
individually inspected before shipment. 


H. B. SHERMAN MFG. CO. 


Battle Creek, Mich. 


Shctovat 


SOLDERING LUGS 








tion coverng various parts of the 


5 
country. 


Small Business: 

Its Place and Problems 

By A. D. H. Kaplan. Published by the 
Research and _ Policy Committee, 
Committee for Economic Develop- 
ment, 444 Madison Ave., New York 
22, N. ¥. 

IN REVIEWING the present state of 
small business, Mr. Kaplan points to 
the importance of a healthy free en- 
terprise cconomy in our democratic 
societv. With production and mar- 
keting demanding increasing skills, the 
improvement of small business man 
agcment :s the most necessary step to 
ward strengthening it, according to 
the author. While small bus‘ness has 
maintained its strength in numbers, it 
has lost some ground in the propor- 
tion it docs of the nation’s business. 

Mr. Kaplan 
ma‘n factors will affect i 
vitality. They are: improved manage 
ment: greater availability of equity 
cap‘tal; and an improved long range 
program of federal taxation. 

Mr, Kaplan concludes that a main 
deterrent to constructive action to aid 
small business is the fact that the 
problems of small business are too 
often made political issues, even poli 
t'cal hobby-horses. 

The publication, while issued by 
the Committee for Economic Devel 
opment, docs not necessarily reflect 
the official views of that body. A 
CED national policy statement rel 
ative to the special problems of small 
business was issued in June, 1947. 
Mr. Kapian was one of those who 
aided the businessmen in the study 
which war made before this statement 
was issued. 


belicves that three 
ts future 


Lockr INcorPorATrED, P. O. Box 
57, Baltimore 3, Marvland, annoynces 
the publishing of two new catalog 
sections—one on switch and bus in 
sulators, and the second on fittings 
for suspension insulators. 

The switch and bus insulator scc- 
tion lists mechanical and_ electrical 
characteristics of outdoor insulators of 
both the cap and pin and the hi-top 
type. Data tables and NEMA stand- 
ards are included. 

The suspension fittings catalog sec 
tions illustrates and gives specifica- 
tions for hardware fittings used with 
suspension insulators. 

Copies of both these catalog sec- 
tions may be obtained by writing to 
the Merchandising Division, Locke 
Incorporated. 
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THIS DOES IT! 
“RUBBERIDE” 


... MOLDED MOTOR 
AND PROPELLER MOUNTINGS 
THE SENSATIONAL NEW MOTOR- 
NOISE SILENCER 


50% QUIETER (at low speed) 
than ever before, by actual 
Decibel tests 


Other outstanding FEATURES of the 
Meier Line for '49 ... Welded Steel 
Case + Beautiful Off-white Baked-on 
Enamel, with Chrome Trim « Attractive, 
Safe Protective Grill + Lighter Weight - 
Much Thinner + Adjustable to Most 
Standard Windows + Patented Quiet 
Offset Propeller « 60 cycle, 110 volt, 
AC Motor. 





















lwair . WINDOFANS - Qu 
Two Great Lines for 49 


with the greatest improvement ever made in Window Fan Construction 






Now you can sell BEAUTY and EFFICIENCY in Window Fans, with all the annoying 
motor noises completely done away with. For, Meier engineers have found the 
secret of silence in window fan performance. 

Now, you can offer all this with the assurance that back of you is the Meier world- 
wide reputation for dependability and quality, plus almost half a century of ex- 
perience in producing electrical equipment. 


Ask your jobber salesman . . . or, write today for full facts about the complete Meier Lines for '49. 
Four New, Improved Models .. . 12”, 16” and 20” Windofans and the famous FILT-R-FAN. 


~ 


(=e @ 
FAMED FOR DEPENDABILITY at ks THROUGHOUT THE WORLD 
= yy 


MEIER ELECTRIC & MACHINE CO., INC. 
3525 E. Washingt St., Indi polis 7, Indi 
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267—Motor Repair Materials. The 48-page IWI Blue Cata- 
log’ published every other month contains a listing of neazly 
every item required for electric motor repair and rebuilding, 
complete with sizes, prices and standard packages. Copies may 
be obtained without charge by phoning or writing the Insula- 
tion and Wires, Inc., offices at Atlanta, Ga., Houston 3, Tex., 
and St. Louis 3, Mo. 


- 268—Ventilating Systems. An_ illustrated 48-page bookle 
titled “Silent Breeze Selection and Installation Manual,” de- 
scribing the practical engineering details of automatic ventila- 
tion for homes, commercial, and industrial establishments, may 
be obtained.from Holcomb & Hoke Mfg. Co., Inc., 1545 Van 
‘Buren St., Indianapolis 7, Indiana. 


269—Sales Helps. A variety of sales helps, including Sound 
Slide Colored Training Films, How to Sell Booklets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—PressureQuick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


270—Water Heater. An 8-page, illustrated booklet describing 
Rheem automatic electric storage water heaters, Series 60, is 
now available from Rheem Mfg. Co., 570 Lexington Ave., New 
York, N. Y. The booklet discusses special features of the line 
and includes specifications and seuabineta dimensions. 


271—Attic Fans. 1948 Sales Increasers and 1948 Installa- 
tion Manual are the titles of two highly informative booklets 
issued by The Murray Company, Dallas 1, Texas. Each of 
these booklets contains a wealth of material of especial interest 
to the fan dealer. 


272—Hot Water Heater. Informative and well illustrated 
data are available from Bell Electric Products Co., 700 Murphy 
Ave., SW, Atlanta, Ga., on their Tabletop Electric Water 
Heater. These units are available in single and double ele- 
ments with a thirty gallon capacity. 


273—Electric Fans. An attractive, 8-page, 62nd Season Cata- 
logue of Zephair fans has been made available by the Hunter 
Fan & Ventilation Co., P. O. Box 2858, Memphis 2, Tenn. 
A*comprehensive description of this company’s products is giv- 
en, with complete specifications and dimensions. 


«)-274-Electrical Devices. Catalog No. 38, issued by the Effi- 

‘cfeney‘ Electric Co., East Palestine, Ohio, contains a listing of 

beh ctrical devices for conduit, wire, and cable suspension 
i tured by this company. 


275—Attic and Console Fans. An attractive and well illu- 
strated folder describes in complete detail the ModernAire con- 
sole and attic fans manufactured by the National Gas Equip- 
ment Co., Inc., Terrell, Texas. 


276—Lighting Fixtures. A complete line of decorative, sesi- 
dential lighting fixtures as well as an outstanding commercial 
fluorescent series are described in Catalogs No. 48 (Residential) 
and No. VF-48 (Commercial). Copies may be obtained from 
— C. Virden Co., 5905-6103 Longfellow Ave., Cleveland, 
io. 


277—Water Heaters. Information is available about the 
“SEPCO” Electric Water Heater from the Automatic Electric 
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INSULATORS 


Heater Co., Pottstown, Pa. Literature available describes sev- 
eral exclusive features in the “SEPCO” line of round and table: 
top heaters. 


278—Exhaust Fans. <A bulletin featurmg specifications, in 
stallation data, and diagrams on Stakool Exhaust Fans for 
homes, offices, stores, and farm buildings is now available. A 
table giving performance data and directions for figuring size 
fan required is prominently featured. Copies may be obtained 
from Tennessee Valley Marketers, Inc., 117 Ninth Ave., Nash- 
ville 3, Tenn. 


279—Attic Fans. The first edition of the Attic Ventilation 
Code has been published by the Propeller Fan Manufacturers’ 
Assn., 5-208 General Motors Bldg., Detroit 2, Mich. It covers 
such items as variations in house structure, location of ventilat- 
ing unit, air changes per minute, air velocities, discharge vents, 
and installation and operating suggestions. 


280—Electrical Maintenance. Available immediately is a new 
48-page reference and instruction booklet issued by the Ana- 
conda Wire and Cable Co., 25 Broadway, New York 4, N. Y. 
Entitled “Wire Ahead,” this book covers a variety of problems 
encountered in electrical system maintenance. 


281—Wiring Connectors. A complete new catalog on_vari- 
ous new wiring connectors has been issued by the Jasper Black- 
burn Products Corp., St. Louis. The catalog also contains 
much detailed information not heretofore available to users. 


282—Cords and Cables. The Simplex Wire & Cable Co., 
has just issued an attractive 68-page catalog giving descriptions 
of the Simplex-Tirex portable cords and cables. Complete in- 
formation on splicing is also included, as well as a_ pictorial 
section on applications. It may be obtained from 79 , Sidney 
St., Cambridge 39, Mass. 


283—Reed Unit-Fans. A new’ 16-page booklet on unit-fans 
has been published by Reed Unit-Fans, Inc,, 1001 St. Charles 
Ave., New Orleans 8, La. This booklet describes the design 
of the Reed reversible unit-fan and how by adding various at- 
tachments it serves aM purposes and uses. 


284—Electrical Specialties. A catalog, No. 43, showing their 
complete line of electrical specialties is available from McGill 
Mfg. Co., Inc., Box 650, Valparaiso, Ind. Included is. descrip- 
tive data on. the many, sizes. and types of Levolier switches and 
McGill portablé*-and*vaporproof lamp guards. 


285—Switches and Outlets. Literature giving. information: on 
prices, construction and quality of the toggle «switches, duplex 


outlets, and flush plates manufactured,/by All-Plastie. Manufac-. 
turing Company, Box 2135, Terminal’ Annex, ‘Los. Angeles: 54. 


Calif., is now available upon request. }Samples-are alse“available 
upon request. 


286—Porcelain Insulators. A loose-leaf catalog of porcelain 
insulators and pole line hardware is available from Illinois Elec- 
tric Porcelain Co., Macomb, Illinois. In addition to the 
pages of product specifications, the catalog contains a special 
section of useful Pe and a copy of the AIEE Standards or 


Insulator Tests. 


287—Condensed Lighting Catalog. This 8-page descriptive 
bulletin issued by Pittsburgh Reflector Co., 450 Oliver Bldg., 
Pittsburgh 22, Pa., describes in detail the most popular items 
in the Pittsburgh line of fluorescent and incandescent lighting 
equipment. Each item is fully illustrated and cataloged, and 
many are accompanied by installation drawings. 
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288—Unit Heaters. A 16-page catalog, No. EC-4, describing 
the complete line of Electromode unit heaters from 1500 watts 
to 60,000 watts, has just been released by Electromode Corp., 
45 Crouch St., Rochester 3, N. Y. The book is illustrated with 
pictures of installations, heaters, controls, and wiring diagrams. 
It also carries a Heating Analysis Sheet to assist in solving in- 
dustrial heating problems. 


289—Air Cooled Transformers. Bulletin 1246, available from 
Sorgel Electric Co., 832 W. National Ave., Milwaukee 4, Wis., 
describes the latest development in dry type transformers for in- 
door installation, % kv-a to 1000 kv-a, single-phase and three- 
phase, with voltages from 115 volts to 13,200 volts. 


290—Receptacles, Plugs, and Connectors. Russell & Stoll 
Co., Inc., 125 Barclay St., N. Y., has released a bulletin No. 
EL-4-46, describing the new Ever-Lok receptacles, plugs and 
cord connectors for 30 amperes, 440 volts, a-c. ‘Typical uses 
are for heavy duty industrial purposes. 


291—Home Freezers. Full information on the Orley Sixteen. 
with a 16 cubic ft. capacity, and the Orley Super-Seven, with 
1 7% ft. capacity, is available from Orley Freezers Inc., 475 
Schaefer Road at Oakwood, Detroit 25, Mich 


293—Residential Lighting Fixtures. A complete and diver- 
sified line of incandescent lighting fixtures is illustrated in 
Catalog No. 47, which may be obtained from the Puntan Light- 
ing Fixture Co., 21 Boerum St., Brooklyn, N. Y. or from the 
southern agent, Al Orlick, P. O. Box 1033 Sanford, N. C 

296—Building Wire. A fully illustrated 48-page booklet call 
ed “Hazard Building Wires’ is now available from the Hazard 
Insulated Wire Works Division of The Okonite Co. The ma- 
nual contains complete engineering information on the many 
types of wire and cable required by the building industrv. 
l'ables showing dimensions and weights of all cable construc- 
tions are included as well as a section devoted to valuable engi- 
neering data. 


297—Wire and Cable. An illustrated booklet containing de 
scriptions of thermoplastic building wires, rubber-insulated and 
leaded building wires and cables, Flamenol cords, rubber cords, 
Neoprene cords, and many other items has been published by 
the General Electric Co., Bridgeport 2, Conn. 


298—Propeller Fans. Features, performance tables, dimen 
sions, and accessories are included in a handy, comprehensive 
bulletin, No. 2444, issued by The Herman Nelson Corp., Mo- 
line, Il]. All fans rated in accordance with ASHVE and NAFM 
Standard Test Code 


299—Brush Control. ‘ABC of Chemical Right-of-Way 
Maintenance” is the title of a four-color booklet recently is- 
sued by the Asplundh Tree Expert Co., Jenkintown, Pa. It 
describes clearly the killing effect of Asplundh’s new, ex- 
clusive, and simplified method of chemical brush control. 


300—Shutters & Dampers. A 12-page catalog (No. 46) is 
available from the Elgo Shutter & Mfg. Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., describing the 17 different tvpes of 
shutters and dampers manufactured by them, and as used in 
connection with ventilating and air-conditioning installations. 


301—Air Conditioner. Specitication sheets including com- 
plete data on 1/2 and 3/4 HP self-contained room air condi- 
tioners for window sill installations are available from Fedders- 
Quigan Corp., Buffalo 7, N. Y. Functions of those condition- 
cis are cooling, dehumidification, filtering, circulation, and ven- 
tilation 


302—Attic Fan. <A new builetin describing the complete 
Wind-Way attic fan system for every size home has been made 
available by Wind-Way Fan & Ventilator Co., 531 St. Joseph 
St., New Orleans, 13, La. 


303—Door Chime. Informative data on an electric door mat 
and chime combination for both heme and office may be ob- 
tained from Brockman Sales Co., Dept. C, 314 29th St., South, 
St. Petersburg, Fla 


304—Coil Equipment. Specialized equipment for rewinding 
and repairing motor and generators is described in a series of 
data sheets released by Potter & Rayfield, Inc., 1570 Northside 
Dr., Atlanta, Ga. Described are such items as coil winders, 
wire racks, insulation folders, and other devices. 
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305—Electrical Materials. Three informative bulletins, No. 1 
entitled Lightning Arresters Data; No. 2, Wire Stringing Tool 
Data; and No. 3, Hub Rak Data on Secondary Distribution, have 
been released by Hubbard and Co., Pittsburgh 1, Pa. 


306—Wiring Devices. Fully illustrated catalog sheets, com- 
plete with specifications are included in a folder made avail 
able by Bauman-Worth Corp., 57-75 Thames St., Brooklyn 6, 
N. Y. Among the items described are a variety of sockets, recep 
tacles, wall plates, switches, etc. 


307—Portable Radiator. The advantages of the Electresteem 
portable radiator are illustrated by means of questions and an 
swers in a folder made available by Electric Steam Radiator Corp., 
1 Electric Ave., Paris, Ky. 


308—Connectors. A 24-page, three-color catalog describing K 
& H solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Ciucinnati 2, 
Ohio. A wealth of information, including specifications, descrip 


309—Busduct Data. Various applications of the FA busduct 
for industrial purposes are illustrated in this 31-page bulletin 
made available by the Frank Adams Electric Co., St. Louis, Mo 
Also included are charts and diagrams which give voltage drop 
and all other pertinent information concerning this product. 


310—Fuses. Listed by Underwriters’ Laboratories, the Pierce 
renewable fuses are fully described in an illustrated folder whica 
may be obtained from Pierce Renewable Fuses, Inc., 211-219 


Hertel Ave., Buffalo 7, N. Y 


312—Fans. ‘The New Bar-Brook Model H Breezebuiiaca 
Fans” is the title of a new folder issued by the Bar-Brook 
Manufacturing Co., Inc., of Shreveport, La. Expressly de- 
signed for horizontal mounting, the Model H Fan Units are de- 
scribed, with detailed installation instructions and diagrams. 


313—Power Units. Form 647, available from the Kato Eng 
neering Company, Mankato, Minn., describes in detail the com- 
pany’s lighting plants, motors, rotary converters, and a-c gener 
tors, 500 watts to 175 kw. Also given are dimensions, weight: 
electrical specifications, and current prices 


314—Fan Units. G-M Laboratories, Inc., 4300 N. Knoa 
Ave., Chicago 41, Ill., have released catalog pages of description 
on each of the four fan and fan and heater units currently in 
their line. Informative and well illustrated, these pages list 
the sizes, characteristics, prices, etc., of each model. 


315—Transformers. ‘Twenty-four pages are devoted to com 
plete ratings and catalog numbers on all voltage classes plus 
comprehensive data, dimensions, and illustrations of this com- 
pany’s conventional, single-phase distribution transformers. Han- 
gers, kickers, and other accessories are described and illustrated. 
This booklet may be obtained from the I.ine Material Com- 
pany, Milwaukee 1, Wis. 


316—Fractional Hp Motors. Electro Machines, Inc., 54 
North 3rd St., Cedarburg, Wis., has available informative data 
sheets describing their line of fractional horsepower electric 
motors ranging from 1/20 to 2 hp. 
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317—Air Circulators. Illustrated catalogs and booklets giv- 
ing complete information on the Marsalis line of exhaust fans, 
air circulators, fluid pumps, and air conditioners (evaporative 

e) are now available from American Metal Products Co., 
4901 Marsalis Ave., Fort Worth, Tex. 


318—Lights and Reflectors. A compact, pocket size elec- 
trician’s handbook showing a complete line of flood lights and 
reflectors may be obtained from the S & M Lamp Co., 119 
W. 36th Place, Los Angeles 7, Cal. This is the 1948 edition 
of EH catalog. 


319—Lighting. Complete specifications, price information, 
and accessories are shown in a 28-page pocket-sized book 
especially designed as a selling guide for electrical distributors, 
electrical contractor-dealers, architects, and utilities. ‘This cata- 
log is available from Dept. P. R., Mitchell Manufacturing Co., 
2525 Clybourn Ave., Chicago 14, III. 


320—Wire Connectors. Ideal Industries, Inc., Sycamore, 
Ill., are offering a 12-page catalog fully illustrating and describ- 
ing Ideal solderless, tapeless wire connectors and their applica- 
tion by electrical contractors and manufacturers. Complete 
information, telling how Ideal wire connectors should be se- 
lected and applied, is also included. 


__ 321—Recessed Troffers. Catalog No. T-48 contains 36 pages 
illustrating all types of one, two, and three light 40-watt 
fluorescent, deep and shallow type troffers. Included are incan- 
descent Highliters for accent lighting between runs with com- 
_ photometric data, dimensions, weights and their flexi- 
ility of application. Available from the Ender Mfg. Co., 260 
West St., New York, N. Y. 


322—Upright Scaffolds. A descriptive folder is available de- 
scribing the setting up of a 15-foot aluminum-alloy mobile 
unit by one man in three minutes and a 45-foot unit in 15 
minutes. May be obtained from Up-Right Scaffolds, 1013 
Pardee Street, Berkeley, California. 


323—Lighting Fixtures. Colorful illustrations, specifications, 
and a price list are all included in a 9-page catalog released by 
the Glatthar Lighting Company, 949 East 72nd St., Cleveland 
3, Ohio. A wide variety of Glatthar Twinline matching units 
is shown. 


324—Lamps and Accessories. Incandescent and fluorescent 
lamps, starters, cartridge fuses, plug fuses, and Scru-its are de- 
scribed in a comprehensive booklet issued by the Solar Elec- 
tric Corp., Warren, Pa. Complete specifications are featured, 
in addition to a price list and suggestions for promotional ac 
tivities on the part of the dealer. 


325—Ballasts. ‘Twenty-six pages are devoted to a discussion 
of good fluorescent lighting and its many components in a 
highly informative bulletin (GEA-4950) released by General 
Electric. Specifications for the use of all types of general lamp 
ballasts are listed, including Slimline instant-start ballasts and 
Circline ballasts. The brochure may be obtained from the 
Apparatus Department, General Electric Co., Schenectady, N. Y. 


326—Wiring Devices. Bulletin No. 17, released by the M. 
& W. Electric Mfg. Co., Inc., East Palestine, Ohio, contains 
descriptions and illustrations of M. & W. cable connectors, 
grounding devices, and newly developed cable racks. Twenty- 
three pages in length, the booklet is designed for easy reference. 


327—Lighting Fixtures. A_ sixteen-page, two-color catalog 
illustrating adjustable lighting fixtures, as well as recessed fix- 
tures, has been made available by Swivelier Co., Inc., 28 Irving 
Place, New York 3, N. Y. When requesting the catalog, de 
signate Bulletin No. 122. 


328--Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order- 
ing of the proper brushes. 


329—Lighting Fixtures. A colorful, well illustrated, 32-page 
catalog has been made available, featuring industrial, commercial 
and residential lighting with technical description and engineer- 
ing data. The catalog, No. 45, may be obtained from the 
Keystone Mfg. Co., 2228-36 E. Tioga St., Philadelphia 34, Pa. 


330—Lighting Equipment. Appleton Electric Company an- 
nounces the release of Catalog No. 48, covering the line of 
lighting equipment formerly manufactured by the Goodrich 
Electric Company, of Chicago, which has been taken over by 
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It may be obtained from the Appleton Electric Co., 
1701-59 Wellington Ave., Chicago 13, Ill. 


them. 


331—Cords and Cables. New illustrated catalog sheets and 
descriptive pamphlets showing advantages of Bronco 60 Neo- 
prene cords and cables have been made available by Western 
Insulated Wire Co., 1101 E. 6th St., Los Angeles 1, Cal. 


332—Fluorescent Fixtures. The varied types of fixtures and 
their wide applications are described and illustrated in a color 
ful catalog released by Southern Lighting Mfg. Co., Orlando, 
Fla. Lighting for stores, offices, industry, and schoolroom is 
discussed thoroughly with technical information and a_ price 
list included. 


333—Plug-In Strip. A complete revision of Catalog CF-2 has 
recently been published by National Electric Products Corp., 
Pittsburgh, Pa. This 8-page, illustrated brochure pictures the 
3 ft. and 6 ft. standard lengths of the redesigned multi-outlet 
branch circuit assembly. Several pages are devoted to detailed 
instructions for cutting the Plug-In strip on the job. 


334—Magnetic Starters. This 8-page bulletin (No. 4110). 
published by the Ward Leonard Electric Co., 31 South St., 
Mount Vernon, N. Y., gives complete information concerning 
application, size classification, construction features, enclosure 
dimensions and other important data pertaining to the com 
pany’s newly designed a-c motor starters. 


335—Louvered Ceilings. Included in this 8-page folder is full 
information, explaining and illustrating the special construction 
and design advantages of the Neo-Ray louvered ceilings, manu- 
factured by Neo-Ray Products, Inc., 313 East 22nd St., New 
ZOE, IN. Fs 


336—Fluorescent Fixtures. Catalog No. 48 illustrates the 
commercial, industrial and residential designs offered by the 
Kayline Co. Featured are troffers, glass and louver type, re 
cessed incandescent units, and many others. The catalog is 
available from the Kayline Co., 2480 E. 22nd St., Cleveland 
15, Ohio. 


337—Lighting Products. Forty-one pages of description, speci 
fications, and illustrations of Spero’s five lines of electrical 
products are included in a newly issued catalog. ‘The five lines 
include fluorescent fixtures, reflectors, vapor proof units, flood 
lights, and materials for electrical construction. The booklet 
is available from the Spero Flectric Corp, 18222 Lanken Ave., 
Cleveland 19, Ohio. 


338—Electrical Tapes. Thirty-nine “Scotch” brand_ electrical 
tapes are described in a new 24-page, two-color catalog issued 
by the Minnesota Mining & Mfg. Co., St. Paul, Minn. The 
catalog, available on request, contains 86 photographs of elec 
trical tape applications, describes the tapes and tape research, 
and includes a discussion of electrolytic corrosion 


339—Split-Bolt Connector. Burndy Engineering Co., 107 
Bruckner Blvd., New York City 54, has published ‘‘Servit 
Selector,” its bulletin 4803, as a handy reference to simplify the 
choice of the correct type of Servit (split-bolt connector) for 
various conductor combinations. Copies of “Servit Selector’ 
are available upon request to the Burndy Co. 


340—Recessed Lighting Fixtures. Illustrated Bulletin LS 2 
and catalog sheets are available from the Pressteel Company, 
800 Bancroft Way, Berkeley 2, Cal., manufacturers of 42 styles 
of fixtures, commercial and residential. 


341—Transformers. A new catalog which describes their air 
cooled transformers, ranging from 1 to 1,000 KVA, is available 
from Marcus Transformer Co., Inc., 34 Montgomery St., Hill 
side, N. J. 


342—Conductor Fittings. A complete catalog, illustrated and 
listing prices, has been issued by Penn-Union Electric Corp., 
Erie, Pa. Described is the company’s complete line, including 
a wide variety of service connectors, terminals, tees, and taps; 
also many other types of conductor fittings. 


343—Wires and Cables. A new 44-page catalog on bare and 
weatherproof wires and cables has just been published by the 
Rome Cable Corp., Rome, N. Y. Liberally illustrated with 
manufacturing and inspection photographs, it contains tabular 
data on bare and tinned, as well as weatherproof wires and 
cables manufactured by the company. 

344—Lighting Fixtures. Ruby Philite Corp., 32-02 Queens 
Blvd., L. I. C., N. Y., has issued a combined price list (No. 97) 
ind catalog of their fluorescent, slimline, and incandescent light 
ing fixtures. Complete information on all models is included 
in this 31l-page brochure. 
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Electrician inserts tap-off device into ‘‘Plug-In'’ Duct without dis- 
rupting production of other machinery on line. BullDog manufactures 
Vacu-Break Safety Switches * SaffoFuse Ponelboards * Superba and 
Rocker Type Lighting Panels * Switchboards * Circuit Master Breakers 
* “Lo-X"’ Feeder BUStribution Duct * ‘Plug-In’ BUStribution Duct * 
Universal Trol-E-Duct for flexible lighting * Industrial Trol-E-Duct for 
portable tools, cranes, hoists. 


Shut out shutdowns with “plug-in” power 


OES high cost of power shutdowns keep you from If plans necessitate a complete change in plant lay- 
making desirable layout changes in your plant? out, the “Plug-In” Duct is 100% salvable. Because it 
There’s no need to sacrifice either progress or is prefabricated, an entire system can be dismantled 
profits. A BullDog “Plug-In” BUStribution system and set up to the new requirements, without scrapping 
will give you power flexibility which can meet a single part! 
changes. Ask your local BullDog Field Engineer about “Plug- 


With “Plug-in” BUStribution Duct, you can change In” BUStribution. He will be glad to answer your 
machinery layout without shutdowns. To move a questions. Let him show you an installation nearby. 
machine, simply unplug it from the duct . . . move 

and re-plug in the nearest ‘“‘plug-in” outlet. 





BullDog’s Field Engineers welcome the opportunity 
to sit in with you during the early planning stages 
of a building project. Their knowledge of electrical 
distribution layout can mean savings in installation 
costs, as well as efficiency and reliability in actual 
operation. Why not take advantage of this service? 


All other machinery on the line keeps producing 
during the move. No production stoppage is neces- 
sary, since there is no power outage. “Plug-In” Duct 
furnishes live power to all other machinery. 











BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BULLDOG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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Names in the News 








The appointment of Norman Tin- 
dal as lighting engincer and managet 
of lighting and lamp department has 
been announced by T. A. Wilkinson, 
Jr., president, of the Union Supply 
and Electric Company, in Charlotte, 
N. C. Mr. Tindal received his de 
gree in electrical engineering from 
Clemson College in 1935. During 
the past 13 vears, with the exception 





Norman Tindal 


of +42 vears in the Army, he has been 
employed as a_ lighting 
with the Duke Power Company. He 
won the 1947 National Augustus D. 
Curtis Award for designing the out 
standing commercial lighting system 
of that year. He is a member of the 
(Muminating Engineering Society and 
the Charlotte Engineers Club. 


cngineccl 


J. C. Richert, Jr., of Raleigh, N. 
C., manager of districts for the Caro 
lina Power and Light Company, was 
promoted to vice-president of the 
company at a recent mecting of the 
cempany's board of directors. He 
has served the company in various 
capacities since his graduation from 
N. C. State College in 1924. 


\ppointment of W. V. O’Brien 
as general sales manager of Gencral 
Electric's Apparatus Department has 
been announced by Chester H. Lang, 
vice-president in charge of sales. 

Mr. O’Brien has been _ assistant 
general sales manager since Decem 
ber, 1947. He will continue to di 
rect the co-ordinated sales activity of 
the Apparatus Department’s sixteen 
product divisions, through Apparatus 
sales offices located throughout the 
country. 

Mr. O’Brien has been associated 
with General Electric since 1922, 


74 


when he entered the company’s “test 
course.” He served in several sales 
engineering capacities in the com- 
pany’s Southeastern District from 
1934 until 1937, when he returned 
to Schenectady as a proposition engi- 
neer in the Central Station Division. 

Mr. O’Brien is a native of West 
Virginia, and was graduated from 
the Virginia Military Institute in 
1922 with a B. S. degree in Electrical 


Engineering. 


William T’. (Sam) Little has joined 
the Morris F'. ‘Taylor Company, In 
corporated, manufacturers’ representa 
tives, to cover the states of ‘Tennessee, 
\labama and Mississippi according to 
an announcement by R. H. Van 
Dusen, president of the corporation, 
from Winter Haven, Florida head- 
quarters. 

Mr. Little is well known in the elec 
tronic ficld throughout the South, 
having operated his own service busi- 
ness for nine vears, served for two 
vears as radio instructor at Mississippi 
State College, spent four years as 
field service engineer for Philco in 
the South and most recently two vears 
with Southeastern Radio Parts Com 


pany, of Atlanta, Georgia, in sales 





T. Little 


management. He also spent one veal 
in the Armed Services Radio Com 
munication work. 

His headquarters are temporarily in 
\tlanta but will be made permanent 
in Birmingham, Alabama. 


Harmen N. Gnuse, Jr., electrical 
engineer with the Nantahala Power 
and Light Company at Franklin, 
N. C., since 1942, has been named 
vice-president of the company in 
charge of engineering. He received 
his electrical engineering degrees from 
the University of ‘Tennessee and was 
cmploved by the Tennessee Valley 
Authority from May, 1934, until Nov- 
ember, 1940. 


Announcement was made recently 


of the appointment of Ben L. Wear 


to be secretary-manager of the West- 
ern Oklahioma Chapter of the Na 
tional Electrical Contractors Associa- 





Ben L. Wear 


tion, with headquarters in Oklahoma 
City. 

He succeeds W. G. (Bill) Damon 
who resigned in September to be 
come Seventh district representative 
for NECA, with 
Omaha, Nebraska. 

Io accept appointment as secre 
tarv-manager of the Western Okla 
lapter, Mr. Wear not onl 


} 1 ; 1 
gave up His personal contracting 5usi 


headquarters in 





homa 


ness, but also an unexpired term as 


chapter president. Before a success 
ful cight-vear period in which he «was 
1 successful contractor and_ retail 
store operator, he served 12 vears as 
a journevman electrician. He also 
served a vear as a member of the 


NECA board of governors. 


of the 


Inc of 


Alvin Marcus, president 
Marcus Transformer Co., 
Hillside, New Jersey, announces the 
appointment of the W. E. Holiman 
Company, Houston, Texas, as their 
territorial representative for the states 
of Texas. Louisiana and Oklahoma. 


Robert C. Hill, in resigning as di 
rector of the Appliance Division of 
the National Electrical Wholesalers 
Association, announces the formation 
of a management consultant firm, un 
der the name of Bob Hill & Associ 
ates. This firm will specialize in 
serving the clectrical appliance dis 
tributive industry, both the whole 
saler and the dealer. 

Mr. Hill has been identified with 
the electrical industry for over 25 
veats. He has specialized in mer- 
chandising and management in all 
branches of the industry. When 
NEWA created its Appliance Divi 


sion five years ago, he was appoint- 
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ed director and gained national 
recognition through his work on all 
of the operational problems of the 
electrical appliance distributor. 


Montague H. Hicks is the newly 
appointed commercial sales managet 
of Nash-Steele-Martin, Inc., General 
Electric distributor — for 


appliance 





~ 
: 


M. H. Hicks 


North Carolina, with headquarters in 
Raleigh. 


Mr. Hicks resigned a similar posi 
tion with Carolina Light & Power: 
Co., Raleigh, to accept the new pest 
iIe had been with the latter firm for 
1+ vears 

he following appointments have 
been announced by F. F. Duggan, 
general sales manager, Deepfreeze 
Division, Motor Products Corpora 
tion, North Chicago, Illinois 

Frank A. Mitchell has been ap 
pointed refrigerator sales manager, 


with general responsibility for sales 
and promotion of the Frostair Dup!ex 


Refrigerator. Mr. Mitchell will 


tain headquarters in gencral_ of 


Main 


the 


fice in North Chicago, and report 
directly to F. F. Duggan, general 


sales manager. He was formerly sales 
manager of the Frostair organization. 

Peter Lowcher has been appointed 
refrigerator sales specialist with head- 
quarters in North Chicago. Mr. 
Lowcher will spend his full time on 
field assignments in assisting in dis 
tributor and dealer appointment, and 
general sales work of Frostair refrig- 
erators. Mr. Lowcher will operate 
under the gencral supervision of the 


refrigerator sales manager, Frank A 
Mitchell. 

Charles E, Nichols has been ap- 
pointed refrigerator service manager 


with headquarters in North Chicago, 
and will report directly to S. J. Sei- 
bert, manager of the Product Serv- 
ice Department. 

The three new members of the 
Deepfreeze organization formerly held 
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ew POSITIVE LOCK 
Coustruction of 
Manarch gx 





Monarch Fuses (see illustration at right 
above) fit into equally spaced slots in 
the brass casing inserts. This new and 
improved Monarch construction assures 
true alignment of the copper holding 
terminals . . . and establishes a positive 
lock on both ends of the fuse. 







MONARCH’S Compressed Tension Lock 
! Washer construction (illustrated at left) compen- 
sates for contraction and expansion of the fibre bar 
_| by exerting constant tension on the bar... and 
} assures no loose parts. The washer also separates 
' the fibre bar from the copper terminals . . . a spacer 
to provide better cooling. 


Monarch Fuses are fully ap- 
proved and are available through 
recognized wholesalers. 


Specyy Manarch Fuses 
Jot emproved 


re I USE rvice 







~~ 
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oe ~ 
foo MONARCH FUSE CO., 
_ Fuses 116 E. FIRST ST., JAMESTOWN, 
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CONNECTOR 


TYPE C-5 





you specify, you'll find 
... each fitting fits likea poets Clean threading, smooth 
faa and real locknuts on all connectors mean ail Gedney fit- 
tings install quicker and easier . . . assure permanent installa- 
tions that can’t shake loose. For cotivenience when ordering, the 
entire line is included in a carefully arranged, bound catalog. 
: Write for your copy today on company letterhead please. 











pe % J IN MORE WAYS 
EY FITTINGS rir} THAN ONE 


 GEDNEY ELECTRIC co. 


- GENERAL vines BLDG., RADIO CITY, NEW YORK 20, N.Y. _ 





A COMPLETE LINE OF FITTINGS FOR err 


ARMORED CABLE AND NON-METALLIC CABLE 





similar positions with the Frostair 
Company, whose Frostair Duplex Re- 
frigerator was recently purchased by 
the Deepfreeze Division from the 
General Tire and Rubber Company 


Joseph H. Ward has been elected 
executive vice-president of Noma 
Electric Corporation, it was announc 
ed recently by Henri Sadacca, presi 
cent. Mr. Ward joined the Noma 
organization in 1927 and since 1938 
has been a director and vice-president 
in charge of the company’s Decorative 
Lighting Division. 

J. B. Wharton, Jr., 
corporation since 1945, has been elect 
ed vice president and treasurer. 


treasurer of the 


Changes in engincering personne! 
have been announced by Anaconda 
Wire & Cable Company, effective im 
mediately. 

L. F. Hickernell, new!) 
chief engineer, will direct the engi 
neering and research policy of the 
company and act as consultant to cus 
tomers as well as executive and manu 
facturing departments of the coin 
pany. 

He will be aided by L. L. Carter 
and D. E. Allen as assistant chief 
engineers, both located at Hastings 
Engineering Headquat 


ippointed 


on-Hudson 
ters. 

A. A. Jones has been 
manager engineering department. He 
will be in direct supervision of the 
engineering and research operations. 


appointed 


x 


Paul N. Berg has been named sales 
promotion manager of General Mills’ 
Home Appliance Department, it is an 
nounced by Roscoe E. Imhoff, execu 
tive vice-president of the company’s 
Mechanical Division. 

Mr. Berg comes to General Mills 
from the Minneapolis office of Erwin 
Wasey and Company, where he 
served as an appliance account execu- 
tive since 1946. Previously he spent 
four years with General Electric in 
Bridgeport, Connecticut. He suc 
ceeds Jack Berno, who has been pro 
moted to supervisor of national ac 
count sales for General Mills home 


appliances. 
oe 


Alvin Marcus, president of the 
Marcus Transformer Company, Inc., 
of Hillside, New Jersey, announces 
the appointment of Lew C. Conover, 
of 100-A South 21st St., Philadelphia, 
as territorial representative for eastern 
Pennsylvania, Delaware, Maryland, 
Washington, D. C., and south New 
Jersey. 
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The Tracy Manufacturing Com- 
pany of Pittsburgh, Pennsylvania, has 
recently appointed James A. Bertha as 
regional manager for the Southwest 
Region, according to Marvin S. Ban- 
doli, vice-president in charge of sales. 
Mr. Bertha will supervise in the 
Southwest area the sale of Tracy Cus- 
tomized Kitchens. 

Jim Bertha is well known in the 
Southwest as a manufacturer's repre 
sentative and for many years has held 
executive sales positions, including 
sales manager of a leading ‘Texas 
wholesale distributor operation. Later 
he was district manager with the 
Kelvinator Division of Nash-Kelvina- 


tor, and more recently held a similat 


position with the Victor Adding Ma It Costs You LESS to Use the BEST 
chine Co. . 
mean IDEAL Wire Connectors 


Making his headquarters in Hous 
ton, Mr. Bertha will cover ‘Texas, 
Louisiana, Mississippi, Arkansas and 
New Mexico, presenting ‘Tracy prod 
ucts and merchandising plans to the 
trade in those states. 











A. Rising has been appointed sales Patented—No. 1.933.555 
manager of The O. A. Sutton Corpor (THE SOLDERLESS, TAPELESS WIRE CONNECTORS) 
ation, Wichita, Kan., manufacturers 
of Vornado air circulators. He is — “er “e a“ 
5 ede 5 assist: sales manage ake a good look at this wire connector and the “WIRE-NUTS” 
oe Re _— tant sale ; Saitek mame it carries. The name “IDEAL” on a wire con- Only ° 
by E. H. Renfro, former sales supe nector means these things—all of them important to Give You All These ‘ 
vISOr. you: : 


1. That the connector is a genuine IDEAL “Wire- 
Nut’—offering the fastest, easiest way known to 




















Edwin D. ‘Tillson, nationally make approved wire joints. Just screw on—like a 
known lighting authority has joined nut on a bolt! 
the staff of Lighting Products. Inc.. 2. That, because of its unique design, it is the safest 
High] Park Tilinoi strongest, most dependable wire connector you can 
Highland Park, inois, as consult ; a ee aes 
Mr. Till n | buy . . . tested and proved-in-use by thousands of EASIER, TO USE. Just screw 
me ane - . : “ o that’s a o solde ape 
Ing engineccr. r. Pillson wit Be contractors and industrial plants for more than 20 or tools, 
working on new lighting cquipment years. 
designs as well as lighting applica 3. That from raw materials to finished product, it 
tion problems. has been subject to the most rigid quality control * 
Mr. Till ... that it has been inspected and tested for material, 
r. Tillson recently retired as su components and uniformity no less than nine times. RESISTS, PULL-OUT. A 
ee . 1 fa . . 4 ° ee ° = Wire-Nut joint of two No 
CTVISOI ie 5 5S Cp< Cc e - 14 wires wi stand up to 176 
pervisor of the Testing Department That's why the extra quality you get in ‘“Wire-Nuts " { 7 
‘ . : H eeu: oe ae ound pull 
of the Commonwealth Edisen Co.. never varies. In every 1,000 Wire-Nuts you can — * 
in Chicago. Under his direction weednes fos — ee yg nari , P 
5 ? 7 j= 4 . ~ 
since 1931, the lighting laboratory The pay-off comes, of course, in lower job costs for \ DEPENDABLE 
iad iviiien + hill: tse you—in better, safer wiring jobs. Not affected by vi- 
expanded its activitic ») Include tes a : Oe ae 
‘ -] son ga es See your IDEAL Distributor today or write for sive — resists abra- 
g resear se re ° sion. 
Ing and research m ali phases of res Wire-Nut Catalog WNC-947. 
dential, commercial and industrial il 
lumination, in inf-ared. induction te bs 
: : ‘ ni SAFE. Wire ends 
and dielectric heating and the testing fully insulated by 
b : : : strong moisture - re - 
of germicidal and therapeutic equip sistant Bakelite shell 
that prevents 
ment. ‘‘grounds’’ and 
“shorts” 
[echnical director of the: Chicago 7 
Hes sat ps TOP QUALITY 
Lighting Institute since its inception (o. precision stand: 
; 2 oT: ; a ted and 
in 1930, Mr. Tillson has served for { tested with laboratory 
om : _ , ‘ ‘ ‘ é care 
32 vears in the Illuminating Engi- ‘ ~ £ 
neering Society as manager. secre- Circuit. wiring with “Wire- | Two “Wire-Nuts!’ support en- ‘ 
é 2 anti Nuts’’ is simple because there tire weight of fixture. Joint a . 
tary, and chairman of the Chicago are no tools to handle. is strong, permanent. APPROVED. IDEAL 
ets ; ‘ ee ‘Wire-Nuts” are listed by 
section, as director of the nation- Paderwriters’ TLahevateries. 
. cf: Electrical Contractors have used be ; 
al society and on manv of its tech- “Wire-Nuts” for over 20 years for leading electrical authori- 








circuit and fixture wiring. Millions 
in use. 





nical committees. In 1945 he was 
clected a fellow of the society, and 
in 1946 and 1947 he presented 
progress reports at the societv’s an- 
nual meetings. 


IDEAL INDUSTRIES Inc., Sycamore, Illinois 





ELECTRICAL SOUTH for JANUARY, 1949 7 





hz 


} 
t 


me 


NCY” DEVICES FOR ¢ 


Install cable quickly, 
easily and safely with 
“Efficiency” NESTED 


Conductor Racks 


Designed to carry conductors equi- 
distant from center to center 

Efficiency patented racks feature por- 
celain bushings and require but one 
bolt to support bushing and clamp 
it to the steel frame. Clamps are 
separate, allowing independent in- 
stallation of each cable line. Furnished 
for your requirements for cable from 


5/16” to 2-3/8” diameter. 


Write today for 
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Catalog 38-A! 








RCN as RON 
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1. Additional wiring space for 
more liberally rated conductors 

2. Greater ease of conneciing 
larger conductors 


3. Increased current-carrying ca- 
pacity 

4. New and improved all-welded, 
one-piece, stainless steel ring 

5. Snap-action, quick-hitch ring 
that requires no tools for in- 
stallation 

6. Bonderized plus baked-on alu- 
minum paint for increased cor- 
rosionresistance and longer life 


7. Two-way ($3.00 list) three- 


way ($3.85 list), subject to 
change without notice. 


. NEW STANDARDIZED 
DEEP METER SOCKET 


This new type R-1 four-terminal standardized 
socket covers with one catalog item the widest 
practicable range of applications and ratings for 
single-phase metering. It reduces the number of 


items to be stocked, increases interchangeability, 


and provides for future growth. 

Detailed specifications and prices are avail- 
able from your nearest G.E. representative. 
Consult him today, or write for Bulletin GEA- 
5147. Apparatus Dept., General Electric Company, 
Schenectady 5, N. Y. 
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News from the South 








Pine Bluff, Ark.—A_ charter has 
been received by the L. and D. Dis 
tributors, Inc., as a wholesale dealer 
in clectrical supplies. Phe capital 
stock is $25,000. Jeanne R. Dean, 
S. J. Lavender, Jr., and Charles W. 


Orto are the incorporators 


Star City, Ark.—Operating unde: 
the name of the H. & N. Appliance 
Company, B. S. Hundley and 'T. B. 
Nichols have recently moved into 


their new $10,000 aluminum and 
concrete building. 
Star City, Ark.—Approval of a new 


loan of -$500,000 has been granted 
the C & L Rural Electric Co 
tive Corporation of Star City by the 
REA, to finance construction of 16 
miles of tie lines, improvements, etc. 


Opeta 
I 


Tallahassee, Fla.—A_ permit has 
been issued to Pepper Appliance 
PI PI 
Company for $25,000 alteration of a 
] 


business building at 209-11 South 
Adams Strect. ‘This was formerly the 
location of the Tallahassee Grocery 


Company. 


“* 


Fla.—Carl D. Brorein, 


Butcher-Brorein, Inc., 
222 W. Lafayette Street, has an- 
nounced the association of IF. M. 
Bewsher. He also gave notice of the 
change in the appliance company’s 
name to Bewsher-Brorein Accord 
ing to Mr. Brorein, the store will 
make several improvements and will 
handle a number of new appliances. 
Michael J. Maingeth will remain as 


store secretary. 


‘Tampa, 
president of 


* 


Vero Beach, Fla.—Formal opening 
of Wodtke’s Electric Shop in its new 
location at 1140 21st Street has tak- 
en place, with an “open house” being 
featured. According to Louis H. 
Wodtke, owner, the firm moved 
when its former facilities became in- 
adequate for their increased demands. 
J. A. King heads the sales denart- 


ment. 


we 
* 


Monroe, Ga.—The business of J. 
K. Launius has been purchased by R. 
I. Fuller, owner of Fuller’s Easy Pay 
Tire Store. Mr. Fuller will move to 
the Launius location and will add 
electrical appliances to his hardware 
line. 
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Humboldt, Kan.—An electric serv- 
ice has been opened by Howard Mor- 
rison in his home at 804 Central, 
which will be known as the Morrison 
Electrical Service. Mr. Morrison has 
been employed tor more than 14 
vears by the Eastern Kansas Utili 
ties, where his duties included main 
tenance and managerial work. 


Iola, Kan.—Axcl Anderson, Jr., has 
sold his electrical appliance and con- 
tracting business, located at 104 
South Washington, to the Craig Re- 
frigeration Center. W. R. “Bix” 
Craig, who is starting the refrigera 
tion service, has been superintendent 
of the refrigeration rebuilding and re 
pair department at the General Elec 
tric plant in Kansas City. 


Lakin, Kan.—The Roth Electric 
Company is moving into the building 
on South Main Street which Mr. and 
Mrs. Roth purchased from G. O. 
Neal recently. ‘The store is being re 
decorated and remodeled to accom 
modate a= varied stock of major and 
small apphances. 


Louisburg, Kan.—An electric shop 
has been opened here by W. F. Barn 
cs, and is now open for business. A 
complete line of electrical equipment 
is featured. Mr. Barnes is also equip 
ped to give ail kinds of repair serv 
ice, installation of new equipment, 
and wiring. 


Marion, Kan.—Jack Scaton, local 
electrician and plumber, has started 
to work in association with Leslie Ol 
lenberger at the Marion Electric 
Shop. It has been announced that 
they will handle and install electric 
and plumbing fixtures, as well as 
maintain an clectrical service depart 
ment. 


Osborne, Kans.—Work has been 
completed on a new brick store front 
for the Quenzer Appliance Company 
on East Main Street. It was installed 
on the east half of the building and 
has the conventional type of plate 
glass windows matching the rest of 
the building in appearance. 


Parsons, Kans.—A new radio and 
electrical appliance store, to be known 
as the Wellington Radio and Appli- 
ance Co. has opened at 119 N. Cen 
tral. The store will handle refrigera 
tors, washers and a wide assortment 
of radios and appliances, it was an- 
nounced by Marvin Wellington, own- 
er. Oren Edward has been appointed 
manager. 














REASON 


FOR SPECIFYING 





KAYLINE 


FIXTURES FOR 







It's the NEW KAYLINE 
“CURVE-LENS” . 
member of a famous 


and complete line! 


This new Troffer unit features a bent corning 
glass lense, removab!e with door in place. 
“Lenslite” units can be joined for continuous 
runs or used individually. The striking, prac- 
tical design is characteristic of the truly com- 
plete selection of fixtures available from 
KAYLINE .. . including units for residential, 
commercial and industrial lighting. 


Catalogs are available. Attach the coupon 
below to your letterhead, indicating your 
lighting application interest. No obligation. 











CLIP THIS TO YOUR LETTERHEAD | 





| — i} CHECK THE 
CATALOG 
YOU WANT 


CL] KAYLINE Commercial Lighting 
Fixtures 

[] KAYLINE Lighting Fixtures for 
Low-Cost Homes 

[) KAYLINE Troffer Lighting Fix- 
tures 


newest 





COBBIES 
SHOWROOMS 
CLUB ROOMS 


PUBLIC 
BUILDINGS 


a 





THEATRES 
INSTITUTIONS 


RECREATION 
ROOMS 


COMMERCIAL 
INDUSTRIAL 
RESIDENTIAL 


For over 55 years... 
THE 





COMPANY 


2480 East 22nd Street 


CLEVELAND 15, OHIO 


: HOTELS 














ELECTRICAL SOUTH for JANUARY, 1949 


79 














XY ND construction to with- 


stand the severes! service conditions. Safe, 
vy trouble-free performance. 

per Advanced features include: Receptacle has fully protective 
hinged cover and gasket, strong spring keeps door closed 
and dust-tight, solderiess terminals with metal shield for 
protecting terminals, compact design, yet large capacity. 
Plug contacts are precision-machined, self-wiping, and 
self-aligning, and positive grounding. Adjustable cord 
grips eliminate strain on connections. Locking is auto- 
matic and positive. Plugs and connectors entirely steel- 
clad, cadmium finish and with dust-proof protection. All 
interiors of molded phenolic material. 

















30 AMP. 
440 VOLTS. 
y a 


Write for 
BULLETIN E. 446- 11 





Sold through Electrical Jobbers 
Sales Representatives in Principal Cities 


RUSSELL & STOLL COMPANY. INE. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 








SHUTTER 





> SUCTION BOx 


SYSTEMS 


Engineered... Tested... 
Job-proven ... Sized for 
every need... 


Don't just sell ANY attic fan-— sell the RIGHT SIZE and type attic fan SYSTEM for 
complete customer satisfaction. There is a WIND-WAY system for every job 

complete with fan, suction box, trap door, grille, moulding, fire fuse link and 
shutters. Easy to install — a complete and proper installation in any house. 
SAVES money — MAKES money! 





FAN ‘AND VENTILATOR co. 
531 St. Joseph St. * New Orleans, La. 











Glasgow, Ky.—It has been an- 
nounced that J. H. May is the new 
manager of the Glasgow General Ap- 
pliance Store, succeeding Clyde Har- 
ris. 

Greenville, Miss.—Stallings Motor 
Company, located at 329 Main 
Street, have announced that they will 
deal in major appliances. 


Imperial, Mo.—Joseph L. Gehrs of 
Festus, Mo., has purchased the re- 
maining half interest in the Drake 
Electric Company here and assumed 
full ownership of the company. ‘The 
firm specializes in electrical service 
of all kinds, including residential 
and commercial wiring installations. 


Kansas City, Mo.—A large, one 
story building has been erected in 
- Fairw: IN district of Johnson Coun- 
v by B. EF. Cousins, who will install 
a cat furniture and appliance 
store. Mr. Cousins stated that the 
store will represent an investment of 
nearly $250,000. 


Nevada, Mo. — Nelson D. Ellis, 
formerly of Fulton, has opened the 
Central Electric Supply Company at 
402 West Cherry Street. The firm 
will handle retail and wholesale sale 
of lighting fixtures, wiring supplies, 
and small electrical appliances 

Odessa, Mo.—An electrical repair 
shop is being opened in his home 
by Marshall B. Ludlam. Mr. Ludlam 
will specialize in the repair of refrig- 
erators and electrical motors. 


Salem, Mo.—In new, much larger 
quarters, the Ozark Appliance Com 
pany has completed its move from 
the Tune building to the rebuilt Bot- 
torff building on north Main Street. 
The new location affords nearly 300 
idditional square feet of floor space 


Slater, Mo.—The Turner Electric 
Company has sold its service and re- 
pair department to Oliver Laffoon and 
Doug Petty, both of whom have been 
employees of the company for some 
time. The new enterprise will be 
known as the Slater Refrigeration Serv- 
ice, and will be located in the Turner 
Electric Building. 


Asheboro, N. C.—A charter has 
been obtained by Buie & Company 
to deal in electric appliances with au- 
thorized capital stock of $100,000. 
The incorporators are M. A. Buie, 
Margaret Buie, and James Neely, all 
of Asheboro. 
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Asheville, N. C.--The new home 
of Al Jennings, Inc., dealer in elec- 
trical appliances, has been formally 
opened at +7 Merrimon Avenue at 
him. This firm, formerly known as 
Pumford & Company, Inc., features 
a complete line of home appliances, 
including water heaters, dishwashers, 
and disposalls. 

* *K * 

Charlotte, N. C.—The Secretary of 
State has issued a charter to Lamb 
Radio & Television Company which 
proposes to operate a radio repair 
business under authorized capital 
stock of $50,000. The incorporators 
are Robert Lamb, Edna Lamb and 
Hazel McGuirt, all of Charlotte. 


* = 4 


Ada, Okla.—Featuring a complete 
line of appliances, the OK Electric 
Service has opened for business in 
their new home at 230 East 12th 
Street. Mr. and Mrs. George W. 
IIansard are the owners. 

* * 3 

Knoxville, Tenn.—A _ new store 
which will handle kitchen appliances 
has been opened at the corner of 
North Broadway and North Central 
Street. Virgil D. Cross is president, 
and Ed E. Kirby is general manager. 

LaFollette, Tenn.—The Home Ap- 
pliance & Service Company has op- 
ened here under the management of 
Elmer Roach. 

x * x 

Memphis, ‘Tenn.—The appoint- 
ment of Charles Sumrall as buyer and 
manager has been announced by B. 
Lowenstein & Bros., Inc., appliance 
center. Mr. Sumrall has been with 
the company for the past seven years. 

x ook o* 

Nashville, ‘Tenn.—The J. L. Perry 
Company, electrical appliance dealers 
formerly at 305 Broadway, has moved 
in to its newly completed store at 
815 Ninth Avenue, N. Jessie L. Per- 
ry is president. 

x oe & 

Dallas, Tex.—The Skillman Hard- 
ware Store has opened for business 
in the Skillman-Live Oak section. 
The new store, with over 3,000 
square feet of floor space, is owned 
and operated by Bob Shive and J. W. 
Hicks. Store manager is J. Perry 
Robnett. 

** aK K 

Housten, Tex.—One of the city’s 
most complete displays of television 
is featured at Leonard’s, 3622 South 
Main, newly opened television store. 
According to Manager Abe I. Weiner, 
four television antennae on the roof 


will permit 15 TV sets to be demon- 
strated simultaneously. 
2K af u 
Lubbock, Tex.— Formal opening 
of the “555° Company, division “of 
Beard & Stone Electric Company, 
Inc., in its new $93,000 building at 
16th Street and Avenue K has been 
held. The firm is a distributor of 
electrical equipment and supplies. 
* of cd 


San Antonio, Tex.—Tarillion Bros. 
has completed a new modern store 
and salesroom building at 1439 South 


Presa Street. The 40 by 70 ft. build- 
ing has 100 lineal feet of plate glass 
display windows. The firm, establish- 
ed in 1925 by Louis H.- Isidore and 
Paul Tarillion, does plumbing and 
heating contracting and handles a 
complete line of major and small ap- 
pliances. 
* *x * 

San Antonio, Tex.—The appoint- 
ment of Homer E. West as vice-presi- 
dent has been announced by Thiele, 
Inc., wholesale distributors of home 
appliances. He has served as a sales 
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* Slender, appealing design that meets more 
lighting problems. 


* Economical operation, high power factors. 

* Easy installation. 

* Quick, low-cost delivery in all Southern 
and Southwestern states. 


* Available for 1, 2, 3, 4, 5, or 6 tubes. 


A complete line of fluorescent fixtures. 


Write Dept. A. 47 for catalog 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 











3G - Fine Lighting Fixtures 
He 7 aay backed by 17 years 
com \ EE experience in lighting 
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fixture Design and 
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GLATTHAR 


“MATCHING UNITS” 
Higher Unit of Sale 








GLATTHAR 


TWIN-LINE 
SELL FOR YOU 


fry 
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EVERY ELECTRIFIED HOME IS A 
GLATTHAR TWIN-LINE PROSPECT 
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MAX LENNY cia TTHAN 
Southeastern Representative ws” id 
L. V. MAXSON . ql 
Southwestern Representative Quality 


Send for FREE catalog 


The GLATTHAR 
LIGHTING CO. 


CLEVELAND 3, OHIO 





949 EAST 72nd ST., 


82 





manager in the organization and will 
continue to work in that capacity. 
* * * 

Richmond, Va.— Morris Hunter, 
Inc®, electrical contractor, located at 
111 North Eighth Street for the past 
38 years, has just taken over a spac- 
ious new building at 115 East Cary 
Street. L. S. Bowles is president of 
the firm. 

x * 

Emporia, Va.—A charter has been 
issued to Home Furniture Company 
to deal in furniture, household goods 
and electrical appliances, with a capi- 
talization of $25,000. R. A. Hall is 
president and L. C. Harrell, Jr., is an 
associate of the firm. 


Two-Man Crew for 
Wiring Efficiency 
(Continued from page 27) 

wages paid the electrician and the 
expense of operating the truck. It 
takes from $5,000 to $8,000 worth 
of stock and equipment for each man 
employed. According to statistics 
the employer must spend that much 
money to make a job. So each houi 
spent by an electrician in going to 
the shop for either tools or supplies 
costs not less than $3.00. We have 
climinated this loss almost entirely.” 

Another item in the Hopson pro- 
fit code is to hire electricians who 
will gain the respect of the public 
and generate good will for the com- 
pany. 

Hopson recently had to replace 
some of his men because they cre 
ated an unfavorable impression on 
the public and were causes of com- 
plaints being made to him. 

“The time loss from an electrician 
may be the smallest loss,’ Hopson 
said. ‘People who see these men 
loafing may be contemplating a wir- 
ing job or building a new house and 
they make up their minds at that 
time that they do not want a com- 
pany that employs such men to do 
the job. We've had word come in 
from strangers that some of our men 
were loafing on the job. We want 
our men to work and conduct them- 
selves in such a way that no pro- 
spective customer who happens to 
visit the job will be the least bit 
hesitant about hiring us or giving 
us a contract. On the opposite side 
of the fence, we know of many jobs 
we have obtained just because the 
prospect observed our men at work 
and liked their style.” 

Service calls are the least profit- 
able of any of the work divisions, ac- 
cording to Hopson, who believes that 
service calls should be looked on as 
means of getting business and not 





M& W 


NEW 
NON-INDUCTIVE TYPE 


CABLE RACKS 


@ AC or DC current. 
@ One-piece construction. 
@ Certified malleable iron. 


@ Need not be dismantled to 


place cables. 


@ Type D-F (illustrated) may 
be adapted to four-wire 3- 


phase. 
° 


Send for Copy of 
BULLETIN CS-51 


illustrating our line 


of racks and hangers. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 
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as a way to make profit. 

Hopson tries to break even on serv- 
ice calls. 

“Even though we handle service 
calls more efficiently, with our load- 
ed truck setup, than those who don’t 
have this advantage we find it hard 
to show a_ profit,” Hupson said. 
“We can make a dozen or more serv- 
ice calls with one of our trucks with- 
out coming back to the shop.” 

Hopson keeps service call prices at 
a nominal level and at present wage 
scales the average electrician just 
can’t get to enough places in an hour 
to make his wages. This applies par- 
ticularly to the small jobs such as 
installing a fuse, and starters or tubes 
in a fluorescent fixture. 

Hopson figures that a large num- 
ber of service call customers may 
eventually become customers for 
other things that are more _profit- 
able. Since he sells fixtures, appli- 
ances, and nearly everything to be 
found in an up-to-date electrical con- 
tracting shop, the loss on a service 
call is usually made up or absorbed 
by the conventional profit in another 
purchase by that customer. 

Hopson’s system of carrying big 
stocks of supplies in his trucks pays 
off handsomely when they take on 
REA wiring jobs. Here they are 
miles from the shop, and a man 
would lose at least half a day if he 
had to return to the shop for tools 
or supplies. 


points out to the customer that he 
will soon want to connect electric 
pumps, probably an electric range, 
brooders, woodsaws, corn shellers and 
other equipment. Sensible econemy 
practices dictate a basic wiring system 
that will carry these loads whenever 
the farmer desires to connect these 
items. Otherwise, when he wants to 
add a water system and an electric 
pump, or a range, Hopson explains, 
he will have to have the lighter wire 
taken out and heavier circuits in- 
stalled. 

Since it is easy to see the wisdom 


of this plan, Hopson has sold good- 
sized and highly satisfactory jobs to 
nearly all of his rural customers. 
Many have come in and asked him 
to hook up these appliances, as he 
predicted they would buy, and at the 
same time thank him fo: suggesting 
that they put in a good basic wiring 
job. 

Some interesting things happen on 
the rural jobs. Worst enemy of the 
wiring contractor is the oak framing 
which is commonly used in the houses 
in rural areas of this section. It is 
an easy and expensive matter to twist 





» uNIT_T 
MOBILE 4° NUTES 


Rolled easily from position 
position. Bridges 


to 


obstacles 








with ease. A 7 foot, single sec- 
tion unit requires one man only 
a minute to erect; a 45 foot 
multiple unit only 15 minutes. 
Stronger than structural steel 
yet one-third the weight. 
Safety-tread stairway complete- 
ly within the structure. No 
wing nuts, bolts, 


While he has many requests to 
wire rural dwellings, dairies, and 
barns, Hopson tells the rural custom- 
er that he will save money if he has 
the job done on a time and material 
basis. 

One of the main reasons they will! 
get the job cheaper, Hopson points 
out to the customer, is that in order 
to make a contract Hopson will have 
to call at the house and make an 
estimate. This will require from half 
a day to a day which must be paid 
for by the customer. He points out 
that he will have to make the bid 
high enough to include that time 
spent in making an estimate and al- 
so to protect himself against unfor- 
seen hazards in completing the job 
in the estimated time. 

This plan has resulted in selling 
each rural customer a better and a 
bigger job than the customer had in 
mind. 

Most of the customers changing 
over from kerosene or gasoline lamps 
to electric lighting have in mind a 
simple wiring system for a few drop 
lights. 

On the time and material basis 
and with the material in the trucks 
for almost any size of job, Hopson 


wrenches, 
loose parts. 


Each Section Folds Flat... 





Electrical work by Interstate 


Co., in” Trinity 
Springfield, Mass. 


Electrical 


Church, 


Write for Descriptive Circular 


Up-Right Scaffolds 


ROOM 117 ® 1013 PARDEE ST. 
BERKELEY, CALIFORNIA 


Offices in All Principal Cities 
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FASCO Automotive 
Circuit Breakers 
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Lo-Level 
Circulators 





FASCO Automotive 
Stop Light Switches 
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FASCO Automatic 
Kitchen Ventilators 


FASCO Blowers 





FASCO Fractional 
H. P. Motors 





Formerly F. A. Smith Manufacturing Co., Inc. 
ROCHESTER 2, N. Y. 
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off a No. 12 bit in an oak two-by- 
four. 

Hopson said they had the interest- 
ing experience of wiring a log house, 
buil in 1807, for electric lights. 

Stanley Hopson ordinarily employs 
six to ten men, usually pairing them 
off in two-man crews. 

C. C. Hopson, his son, handles 
one crew and a truck and assists as 
general superintendent on the larger 
jobs. 


New Ideas on 
Home Lighting 


(Continued from page 28) 


The intensitv of the lighting from 
this cove is sufficient for average sec- 
ing tasks such as reading or card 
playing, and the cove itself tends 
to create the effect of a low ceiling. 
Standard 40-watt fluorescent strip 
lighting fixtures have been installed 
approximately six inches from the 
edge of the cove and are staggered 
to give a continuous row of light 
with no dead spots between the fix- 
tures. 


Lighted China Cabinets 


While the mirrored wall of the 
fireplace forms the focal point for 
the living room, lighted china cabi- 
nets direct attention to the dining 
area. Built in on either side of the 
dining room window, the cabinets 
add decoration to the entire area, 
and serve as a place for displaving 
china and for storing linens. Thev 
also hide unsightly heating pipes. 


Lighted Hobby Niches 


The dining room cupboards _pro- 
ject the same distance from the wall 
as the bookcase and the two form an 
alcove which has been used as a set- 
ting for a collection of Staffordshire 
and Chelsea pottery. Six niches, 
each containing a 6-watt miniature 
fluorescent lamp shielded by frosted 
glass, were achieved by removing the 
wall between studs which are 4 
inches deep. The niches form an 
unusual wall decoration. 

Piano Lighting 

To complete the lighting facilities 
in the living-dining area, a portable 
shielded fluorescent lamp, painted to 
match the finish of the piano, fur- 
nishes excellent illumination for read- 
ing sheet music, while a simple fluo- 
rescent strip lighting fixture hidden 
behind the window valance em- 
phasizes the attractive pattern of the 
draperies. 

Throughout the new Lighting Cen- 
ter, Warmtone fluorescent lamps, 
whose color tone closely approxi- 


YOUR best fan line ¥$. 
fora profitable ‘49! 






LO-LEVEL 
CIRCULATORS 


Truly beautiful. 
Exquisitely designed and 
finished. This FASCO air 

circulator enhances the decor of both offices 

and homes. Sturdily built. Efficient air de- 
livery. You'll agree when you see it... that 
it’s absolutely tops in the field. 
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FASCO aN 
DESK FANS 


Adding new successfully - 







“eo 


tested sales appeals year- 
after-year keeps the 
FASCO ArcticAire 


quality, performance, and sales. Now the 


line of fans ahead in 
complete line has the new improved guards, 
and Duo-Tone Gray. 
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- 


THE-N 
SALES! 


i FASCO 
AUTOMATIC KITCHEN VENTILATORS 


A “natural,” easy, quick tie-in sale with 


i 


: 





mT 5 


every kitchen equipment order you get. A 
fast seller alone, too, when displayed in 
windows, and on counters. Can’t be beat on 


quality ... on price. 
) I 


SEE THEM ALL IN BOOTH No. 228 AT 
THE NATIONAL HOUSEWARES SHOW 


kyaq/) 


INDUSTRIES, INC 


. on buyer appeal. 





Formerly F. A. Smith Manufacturing Co., Inc. 





ROCHESTER 2, N.Y. 


ELECTRICAL SOUTH for JANUARY, 1949 





® 


es fli 


vate 
has 
app: 
Her 
dire 
TOO! 
’ lou, 
pull 
a ve 
cons 
watt 
attac 
the 


ELE 





oie 





mates that of incandescent lighting, 
were used. They help to create a 
soft effect to the lighting and blend 


well with the incandescent table 


lamps on either side of the sofa. 
Solarium from Obsolete Porch 


Enlarging the entire house optical 
ly, and actually adding another room 
with a dramatic, rounded wall, the 
out-of-date square-shaped ,porch be 
hind the living room doors of the 
Center was converted into a solarium 
which retains its cheerful outdoor ef 
fect at night by means of a luminous 
ceiling. Dry wall construction re 
places pillars, posts and a_ railing 
along one curved outer section and 
large full-length picture windows cov 
ering the other curved sections give 
a feeling of spaciousness and outdoors 
to the room. One of these glass 
panels forms a door opening out on 
to a rock garden which is lighted by 
means of an incandescent 150-watt 
PAR38 floodlight. The interior wall 
was covered with combed wood. 


Luminous Ceiling 


Because the old porch was not 
sheathed beneath the rafters, it was 
simple to install lighting to the raf 
ters. Thus, illumination for the so 
larium is furnished by a continuous 
row of fourteen 40-watt single lamp 
fluorescent lighting fixtures placed 
end to end ; iround the perimeter of 
the fan-shaped ceiling. The lighting 
is shielded by ribbed, frosted glass 
which forms the luminous ceiling of 
the room. 

Designed for entertaining as wel! 
as an additional room for the fami 
ly, the solarium contains a lighted 
cabinet which serves as a_refresh- 
ment bar. A  20-watt fluorescent 
lamp is attached to the back .wall of 
the cabinet and the light shines 
through a frosted glass panel set in 
to the top. This lighting not only 
illuminates the inside of the cabinet 
but shines through the top to high 
light glasses and other accessories 
placed on the surface. 


Louvered Ceiling 


In another section of this reno- 
vated house, a large downstarrs closet 
has been transformed into a smartly 
appointed powder room for guests. 
Here, an adjustable louvered ceiling 
directs the light to the side of the 
room where it is most needed. ‘The 
louvers are controlled by means of a 
pull cord in the same manner as on 
a venetian window blind. Lighting 
consists of four 40-watt and three 30- 
watt fluorescent strip lighting fixtures 
attached in four continuous rows to 
the ceiling above the louvers. 
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| MTC uses the new 
JOHNS MANVILLE _Qeesadonng 


insulation throughout its entire 


line of air- -Cooled transformers 























INORGANIC ¢ HEAT-PROOF ¢ NON-DETERIORATING 
.. ELECTRICAL INSULATION 


Insulation determines the working life of 
an air-cooled transformer. Marcus Trans- 
formers have always been known for 
their use of superior Class B and C heat- 
proof insulation. In this phase of construc- 
tion, MTC has pioneered many noteworthy 
firsts. AGAIN, MTC is pioneering in the 
use of quinterra throughout its entire line 
of air-cooled transformers. That's why 





AIR-COOLED TRANSFORMERS when air-cooled transformers are specified 
1 to 1,000 KVA up to or needed, the reputation of Marcus stands 
15.000 Volts to moot pre-eminent in its field. That's why we 
peptone a sciaaaaa invite your inquiry with confidence, know- 
¥ pen ing that once you have utilized a Marcus 
bd . . . 
© puens queens air-cooled Transformer, you will specify 
© ELECTRIC FURNACE no other. 
© RECTIFIER GOOD DELIVERIES @ FIRM PRICES 
* WELDING NO ESCALATOR CLAUSES 


MOTOR STARTING 








MARCUS 


TRANSFORMER CO. 


Sales Representatives INC. 
HOLIMAN COMPANY 


Houston 1, Texas 38 MONTGOMERY STREET 


7 
L. MORRIS LANDERS COMPANY HILLSIDE 5, NEW JERSEY 
Atlanta “3, Georgia 
PIONEERS IN THE FIELD OF AIR-COOLED TRANSFORMERS 
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BELL 


AUTOMATIC ELECTRIC 
HOT WATER HEATER 


@ “Elno Rustopper’” Rod Standard Equipment 
@ Convenient Porcelain Table Top With Back Splash 


- @ No Visible Plumbing 
Or Electrical 
Connections 


@ Heavy Galvanized Tank 
@ Five Year Guarantee 





Write Now 


For Complete Information 


ADACAR 


Manufacturing Co. 


Napier Field, Dothan, Alabama 





























for Sign Lighting, Flood Lighting, 
Area and Station Island Lighting 


Where your need is for dependability and efficiency with a 
minimum of upkeep and maintenance, specify ABolite. 
These reflectors are made of highest grade porcelain enamel 
on steel. Their smooth, glass-like surface resists accumulation 
of dust and dirt, maintains its high degree of reflectivity 
throughout an almost indestructible life. All fittings are of 
rust-resisting material or thoroughly treated to resist time 
and the elements. ’ 


ABolite reflectors are made in all approved shapes for out- 
door and indoor applications. Write for catalog. 


SOLD ONLY THROUGH WHOLESALERS 


THE JONES METAL PRODUCTS CO. 


West Lafayette, Ohio 
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Illumination over each of the two 
wash basins consists of one 20-watt 
fluorescent strip fixture mounted 
flush on the dropped ceiling above 
the basins. The fluorescent lamps 
are shielded by frosted glass pancls. 

In addition to the modernized 
house which makes up the major ex- 
hibit in the remodeled Sylvania 
Lighting Center, there are four al 
coves which suggest effective illum- 
ination for areas where good light- 
ing is particularly important. 


Sewing-Planning Area 


Designed for a dual purpose, one 
of these alcoves is a sewing cornet! 
which can be used as a_ planning 
area. <A decorative, scalloped cernice 
extending along the walls of the al 
cove conceals simple single lamp fluo 


rescent fixtures which are shielded at 
the bottom by lengths of ribbed, 
frosted glass. This perimeter lighting 


furnishes general illumination for the 
area which is sufficient for ordinary 
tasks such as working at the smali 
desk. For sewing, however, a two 
lamp Sylvania R-222 fluorescent ceili 
ing fixture directs additional light 
down onto the machine. 

The lighting in this alcove provides 
a high intensity of virtually shadow 
less illumination distributed uniform 
lv over the entire area. Niches to 
hold sewing or writing accessories are 
illuminated by a concealed 30-watt 
fluorescent lamp. 


Garden Room 


hc 


How a closet or alcove outside t 
kitchen can be made into a_ useful 
and decorative garden room is also 
shown in the display. Lighted shelves 


on either side of a cabinet which 
holds pots and garden equipment 
compose the alcove shown at the 
Lighting Cente! he shelves are 
back-lighted by means of a 20-watt 
fluorescent lamp placed vertically 
along cach shelf section. For genera! 
illumination a standard shielded sin 
gle-lamp fixture attached to the ceil 
ing provides uniform light on the 
work surface. Niches for displaving 
lowers, so that the housewife can 
iudge how they will appear at a flowei 
show, are set into both side walls 
and are illuminated by 60-watt incan 
descent bulbs shielded by glass pan 
els. 


Work Bench Lighting 


The basement work bench has al- 
so been taken into consideration at 
the new Lighting Center. Here, a 
single lamp 40-watt fluorescent strip 
fixture with a metal reflector which 
shields the light and directs it prop- 
erly, has been placed directly over the 





0) 














» 








work bench. The lighting extends 
the entire length of the work surface 
so that there are no shadows on its 
surface. 

Dramatic and practical lighting for 
staircases is demonstrated in a sec 
tion of stairs, with fluorescent lamps 
placed beneath the banister, and un 
der each step to illuminate the step 
below. -The same. standard single 
lamp fluorescent fixture used through 
out the Lighting Center is set back 
approximately 5 inches from the 
edge of each step and attached to 
the back riser The edging of the 
step shields the lamp from view. 

Beneath a valance board which 
conceals them from view, three 8 
watt T6 miniature fluorescent lamps 
are installed in a continuous row 
long the curve of the banister so 
that this lighting also falls directly 
down on the steps to prevent acci 
dents. 


Modern in Design 
And Operation 
(Continued from page 39) 


tion of the store, giving the appear 
ance of a large corridor-shaped show 
case. Measuring 100 feet in 'ength 
and 25 feet wide with its all-visuai 
front and large open windows on two 
sides, this effect is further improved 
by the natural sunlight streaming in 
which gives the whole place a cheer 
ful atmosphere and one of airy spaci 
ousness. 

he walls are of a neutral green 
shade so as to give full benefit of 
contrast for the merchandise placed 
before it. These walls are stucco 
and the ceiling is egg-shell white. 
Fluorescent lights overhead and grill 
ed panels in part of the side window 
permit abundant light to stream in 
and at the same time afford some 
measure of privacy for those inside. 
Flooring is of asphalt tile. 

lo further build store traffic, Capi 
tol is planning to set up a television 
theater right on the sales floor with 
an elaborate display of about 20 
models, all of them in operation. <A 
standing invitation has been issued to 
witness the free show any time from 
5 to 9 p. m. six days a week. No 
solicitation will be made at that time, 
although sales personnel will be on 
hand to answer questions or take ord 
ers if needed. 

Backing all of this internal promo 
tion is a_ triple-barreled advertising 
campaign to draw trade not onlv from 
this fast-growing suburban develop 
ment which has risen to second in 
population in the state, being out- 
stripped only by Baltimore, but to at- 
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SERVICE 
STATION 
AIRPORT 
SPORTS 
MARINE « 
INDUSTRIAL - a 
I GHNG [aii i 
EQUIPMENT combinations. Ideal for Used Car 


Lots, Playgrounds, Factory Yards, 
ete. 





SERIES 4200— 
ENCLOSED FLOOD 
750—1000—1500 Watt, Rotation 
Stop feature with degree mark- 
ings makes it a most practical, 
easy to install and service unit. 


EASY TO WIRE 
EASY TO MAINTAIN! 









































Triangular Flood casts 
a definite 90 degree 
beam pattern. Just the 
unit for corner loca- 


tions! j 


Famous Revere Hinged 
Floodlight Poles keep 
Floodlights bright — $@.)) 
20, 24 and 30 foot by 
mounting heights. Eli- 

minates dangerous 
climbing. 
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High Intensity Runway Mark- 
_ er (C.A.A. Spee. L-819). We 
< » i offer a complete line of Airport 
& 3 . . 

Lighting Units. See Catalog. 












REVERE M Fay. £0. 


6005 Broadway Chicago 40, Illinois 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 
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NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 
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tract buyers from the Nation’s Capi- 
tol next door. 

Capitol’s newspaper ads in the 
Washington dailies are ample and de 
tailed. An attraction puller used in 
their copy is the announcement of an 
appliance carnival to be held in the 
store that evening for reconditioned 
models. The items are subdivided 
into refrigerators, ranges, vacuum 
cleaners, washing machines, radios and 
radio phonographs with a brief des 
cription of each and their price, much 
as in the manner of used car classifiec 
ads. Distributors’ mats are used in 
their ads but they are modified and 
adapted to mect local requirements by 
a professional advertising consultant. 

Radio spot commercials are taken 
on the local station and they empha 


size Capitol’s slogan that it the 
brightest spot in Silver Spring. These 
broadcasts are used in a_ popula 


Homemakers Craft Show program and 
plav up one electrical appliance at a 
time so as to give it greater emphasis 
and not confuse listeners by enumerat 
ing a lengthy list of goods 

In their direct mail drive, Capito! 
sends out brochures supplied by 
manufacturers about once every two 
months, fitted to seasonal require 
ments. Their list includes 10,000 
names taken from directories, store 
statements and newcomers greeted to 
the communitv by the “Welcome 
Wagon.” 

To show their personal interest in 
their customers, the store carries out 
a follow-up schedule of salesman con 
tacts after installations or orders are 
delivered, making their calls about a 
week after the appliance or set is in 
the home. The purpose of this close 
attention is two-fold: to make cet 
tain that the customer is satisfied 
with what she has purchased and to 
obtain recommendations of prospec 
tive buyers whom the customer be 
lieves may be interested. 

Carrying out this work is a force of 
four salesmen besides the partners 
with three more men in the mainten 
ance department. This latter c:ew 1 
geared to provide temporary installa 
tion of television sets if a customer is 
in a hurry for this service before the 
normal waiting period for such in 
stallations. 


Sell Service 
Says this Contractor 
(Continued from page 33) 


today, not because of bad installa 
tions or anything else, but because it 
was sold to them as a current sav- 
ing device, when it should never have 
been sold that way. Its main points 
are higher light intensity with a clean 



































and modern look, and those are the 
points that should be sold. Familiar- 
ity with these selling points, and sell 
ing the true value of materials and 
merchandise, saves the contractor and 
the electrical business many kickbacks 


and headaches from dissatisfied cus- 
tomers.” 
As far as maintaining stocks. of 


supplies, this company keeps its in- 
ventory as low as possible consistent 
with immediate availability for its 
jobs. “We have been remarkably 
successful in getting our inventory 
down in the last 12 months,” 
Robinson. 

The actual basis of this firm’s suc- 
cess, then, may be credited to the 
policy that a contractor offers serv- 
ices no one else can give, and that 
each cog in the chain of distribution 
of electrical products must be given 
full co-operation. 

Ralph Robinson, a graduate of 
Georgia Tech, is a member of the 
Board of Governors of the Carolina 
chapter of the National Electrical 
Contractors’ Association, and also a 
member of the State Engineering So 
ciety. 

In this nearly 30-vear period they 
have built up a business that is 75% 
repeat business, a good testimony to 
the effectiveness of their sales pro 
gram on their service. R. W. Rob 
inson, no relation to Ralph Robin 
son, is vice-president of the firm, and 
G. F. Cronenberg is secretary. 


Say S 


Small-Town Selling 
Needs Personal Touch 
(Continued from page 37) 


business day Logan decided that if 
people wouldn’t come downtown to 
shop he would “go see them.” So he 
picked telephone numbers at random 
and called to talk about 
his new electrical appliances. It work- 
ed. Today that’s one of his regulai 
business routines. 

(4) Make it a pleasure to come in- 
to the store. “No woman can be soid 
in towns like this when the merchant 
is all business,” Walter Logan insists. 
“Purchasing a major electrical appli- 
ance involves quite a financial con 
sideration on the part of a prospect 

and the best way to build up 
that interest is to be as friendly as 
you can, as interested in her own 
problems as you know how, and to da 
your job so pleasantly that any pros- 
pect will always enjoy coming into 
your store.” 

(5) Use recommendations as much 
as you can. “Nothing will convince 
a woman of the value of an automatic 
washer or refrigerator more than the 


housewives 
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recommendation of someone she 
knows who has bought and used that 
appliance,” he points out. “A sales 
man can talk for three solid hours and 
not accomplish as much as that wom- 
an’s friend can do in five minutes.” 
Everyone knows everyone in a town 
the size of Bristow. When Logan 
sells a washer, refrigerator or electric 
range he tells people about it 
asks them to call the lady 
made a purchase and used it in her 
home. 

(6) Get your customers to help 
Logan has found that, in carry- 


who has 


you. 


ing further the idea mentioned in the 
above paragraph, that the customer 
in the house can do as good a job at 
selling as he can. After he has made 
such a sale he informs this customer 
that every friend or neighbor she in- 
terests in the appliance and who buys 
from him will result in a handsome 
gift from his store. ‘Those gifts, in 
merchandise, make a retail price !m 
pression, cost him wholesale price for 
the lead and the sale. 

(7) Demonstrate in the 
whenever vou can. Making sales from 
the floor is difficult in a small town, 


home. 








profits on increased sales, with 

ments to the basic Reed Unit-Fans 
— you can display window fans, attic 
fans, portable floor fans or commer- 
cial exhaust jobs. A dealer has only 
to stock basic fan models in different 
sizes to serve this wide variety of 


uses. 


P.F.M.A. Certified Ratings 


Each Reed Unit-Fan 
is equipped with a heavy duty re- 
versing switch with middle off 
position. and a 10-foot cord and plug. 
Fan case is finished with two coats 
of light Ivory, baked synthetic enamel. 
Blades are sheet aluminum. 


1001 St. Charles Ave 





SIMPLIFY YOUR SALES 
eooMULTIPLY PROFITS! 


Reed Unit-Fans offer you the opportunity for “Comfortable” 
“comfortably” low 
inventory costs. With the addition of simple attach- 












THE SAME 
REED FAN 






Only Reed “Comfort Cooling” Units, offer you these features. 
Write today for catalog, prices, etc. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


New Orleans 8, La., U.S.A. 


















he has found, particularly so when 
floor space is limited as in Logan’s 
store. Actual demonstration in a 
home pays big dividends. Whenever 
he can do so, Logan takes his prospect 
either to his own home or to that of 
a previously sold customer and does 
his selling around the operating ap- 
pliance. ‘The customer whose home 
is used receives a small merchandise 
prize when the sale has been made. 

(8) Sell appliances in use. One of 
the axioms of the furniture business 
has been that furniture can be sold 
more easily from a home where it is 
actually in use or from a model room 
set-up in the store. Logan has found 
the same idea works in store selling of 
electrical appliances. Most of ithe 
time a demonstrator store refrigerator 
is stocked with the groceries the Lo- 
gans will take home for their use 
that night. Kitchen utensils are kept 
on hand for the housewife to handle 
when she is looking at a range in the 
store. They help to give her a better 
idea of how the appliance will look 
in her own kitchen. 

(9) Use your front window. “Most 
small town dealers look on their win- 
dows as a place for light to come into 
the store,” Logan savs, “when actual 





ly this is a terrible mistake. We work 
very hard at making our window a 
place for ideas. We set up appliances 
in it all of the time. We arrange 
them carefully and neatly and use 
standees and manufacturers’ display 
material. AND—we change them 
at least once a week—oftener if we 
can. We've found out that when we 
change them often more people will 
walk by our particularly at 
night, just to see what we have dis- 
played. And that creates interest and 
makes sales.” 


store, 


(10) Go out on every installation 
and service call vourself. “When pceo- 
ple in your town buy an appliance 
from you they expect vou persona!l 
to see it through,” he states,’ “and 
that means they expect you to be right 
there when it is installed and see that 
it has been done right. 

“And when something goes wrong 
they expect personal attention from 
the dealer himself and not from a 
service man. In small town merchan- 
dising of electrical appliances, the 
suarantees of manufacturers are im- 
portant, but people look to the deal 
er himself to be the one who actually 
makes the guarantee. 


“Tt’s a swell opportunity to make 
friends, and incidentally, a very good 
chance to go into a customer’s home 
to make suggestions for further ap- 
pliance needs of that customer!”’ 

“The important thing, I believe,” 
he concludes, “is always to remember 
that it’s not the Logan Furniture 
Company that’s in business here in 
Bristow but that it’s Walter Logan 
... that’s the way people of this town 
think of my enterprise and it’s just 
the same in other similarly sized cities 
and towns. 

“Electrical appliance merchandis 
ing in cities like mine is most success 
ful when the dealer makes it a per 
sonal proposition and plans his sell 
ing efforts accordingly!” 
Developing Dealers— 
Wholesaler’s Viewpoint 

(Continued from page 43) 
fair are very important to the dealer. 
The home economist can be a hig 
drawing card for the dealer’s booth. 
It is, I believe, the best form of ad- 
vertising a distributor can provide fo: 
the dealer. It certainly helps the 
dealer realize that he is in an impor- 
tant business and that the franchises 
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WITH THE KETT 


— TALL REACH 


WOOD BORER 


Bores Thru Wood, Steel 
and Masonry!: Does Five 
Day Hand Boring Job in 
Less Than A Day. 


@ The KETT Borer sol- 
ves every boring prob- 
lem for electrician, plumber, etc. Eliminates 
ladder-climbing . . . reaches up to 10 feet above 
floor. Removed from extension, it’s a versatile 
hand tool .. . boring in “hard” corners. Paying 
for itself on the first few jobs, the KETT 
Borer saves time, money, worker fatigue and 
accidents. Customary bits in 11/16”, 12/16” 
and 16/16” sizes available. 
See your distributor for demonstration or 
write for Bulletin S-1. 


ee COMPANY 
TS cAST TWD SER CINGINNATI SOW. 


5 EAST THIRD STREET CINCINNATI 2, OHIO 
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Qo BS = 


There's no production time wasted cutting down so- 
called ‘‘standard"’ brushes. 

There's no ‘field variation’’ — brushes are precision- 
shaped at the factory. 

There's no extra cost —— you get brushes that fit your 
commutator and rings exactly. 














ye HELWIG -- 
MOTOR BRUSH KIT 
~Ne. 12- 


rs 


a The next time you need brushes, 
call the Helwig office near you 
| for all the facts on how Custom- 
Made Brushes can cut your 
maintenance costs. 


DON’T RUN OUT 
OF BRUSHES! 


Here's a simple way to 
maintain your brush stock. 
Choose any of 8 Helwig 
Brush Kits. Bulletin 65 
gives complete details. 













Wee 
HELWIG COMPANY, Mibwanbes 19. S'*_ 








SOUTHERN OFFICES 







Atlanta : 316 Walton Bldg.; La. 7202 
Oklahoma City _ 323 NW 2nd St.; Tel.: 2-6881 
Houston 1101 Chenevert; Ch. 4-6549 
St. Louis 1913 Washington Ave.; Ch. 6510 


El Paso _.._. 708 N. Piedras St.; Main 7845 


HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes 
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Made 


IN THE SOUTH 
éy a SOUTHERN 
MANUFACTURER 
for SOUTHERN 
DISTRIBUTION 


Meeting the most rigid speci- 
fications — types T and TW, 
TF, TFF and POT and twisted 
multiples — ready for delivery 
now! And here’s money-mak-  p,.) Sherrill. P.O 
ing, money-saving news... oc Viataeee 
types T and TW sell atthe same the Carolinas. 
price, making TW the most 
economical wire you can buy 
today to meet wet location 
code requirements! 

We're located to serve you 
first, staffed to serve you best. 
Contact. our representatives: 


Henry W.Clower. 375 
Whitehall t.. At- 
lanta 3. Ga.. South- 


eastern States. 


R. J. KEELY COMPANY 
1104 Hamilton Avenue 
St. Louis 12. Mo 


(© CAROLINA INDUSTRIAL PLASTICS Corp. 







Gavel» Leste Produce 
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in BREEZ- AIR FANS! 


@ Ready for the big Southern market in home 
cooling? Now is the time to get the facts on “Buffalo” 
BREEZ-AIR Attic Fans. Thousands of home owners 
will be wanting this dependable, low-cost cooling. 
Available for vertical operation, as shown above, or 
horizontal. Better write for your profit terms and 
full data including simple installation procedure 


now! 


Another Best Seller! ; 
af 


@* 


BREEZO 


@ Sturdy and durable, 


these easily installed 





square panel fans give a 
lot of ventilation for a little money! Six sizes, 8” to 


24”. First grade, standard make motors. 


Write for Bulletin 
3222-F! 










PERMANENT SATISFACTION IN AIR HANDLING 





For Fans" 4 


BUFFALO FORGE 
oa 
memes ow & Forge 
Kitchener, Onc. 
ALL BUFFALO FANS CARRY THIS LABEL * 


BREEZO’ FANS 
BELT AIR FANS 
BELTED VENT SETS 



















APPROVED 










































P-L att steet, EXPANDING 
TYPE EARTH ANCHORS 


Here is the first really efficient, two-piece 
earth anchor that is of simple, fool-proof, 
all-steel, heavy-duty construction. P-L 
Earth Anchors are exceptionally rugged 
and possess tremendous holding power. 
P-L Anchors can do a better job and can 
be installed quicker in all types of soil. 
Everyone from the engineer to the line- 
man can appreciate the ease of handling 
and installation. 


EASY TO INSTALL 


P-L Anchors come 
to you as assem- 
bled units. Built of 
two simple pieces 
of heavy steel 
plate. A few blows 
of the tamping 
bar and the sharp 
edged blades cut 
deeply and per- 
manently into 
solid, undisturbed 
earth, 





FOR LITERATURE WRITE 














that he holds from the distributor on 
the lines he sells are important and 
not just pieces of paper. 

[ do not know about any 
and light company operations except 
those in my own state, but I certain- 
ly believe that a distributor’s home 
.economist can do more in cement- 
ing a warm feeling and spirit of co 
operation between the dealer, the dis- 
tributor, and the power company 
office and their home economist set- 
up than anyone else. She can get the 
dealer to attend the training schools, 
home shows, electrical shows and 
co-operate to such an extent that 
the power company’s help becomes 
part of the dealer’s promotional pro 
gram. The dealer will get to know 
and understand that the power com 
pany’s help cannot be left out ot 
his business. The power company is 
part of the dealer and its home econo 
mist is at his beck and call, along 
with that of the distributor. 

After the war in the anxiety of get- 
ting out and franchising new dealers, 
some of us distributors have made 
bad mistakes. I am fully aware that 
we have. We have gone into a town, 
made a quick check, and because we 
found more people wanted to get into 
the appliance business than we ever 
dreamed of, we picked 
dealers. Sure, anyone could let the 
customer have merchandise when he 
was the only one in town who had a 


DOWCT 


some bad 


refrigerator, a washing machine, or a 
range on his floor. We called it sell 
ing and so did the dealer, but it was 
not. The scarcity of merchandise 
and the demand was making the sale. 
When the pipe line of merchandise 
began to fill up, we immediately saw 
Our eCTrrors. 

What we now have to do is to go 
back over our dealer list and to do 
some serious thinking, analyzing, and 
changing. A distributor cannot devel- 
op good electric appliance dealers 
without first getting his own house 
in good order, then he has to have 
good dealer material with which to 
work. 

Looking over our mistakes and try- 
ing to analyze them, we have come to 
believe that a safe yard stick to go 
by in selecting a dealer is made up of 
three things: first, financial stability 
of the prospective dealer; second, the 
reputation of the prospective dealer 
in his community; third, and all im- 
portant, who is going to do the work? 

Any one of the three can be dis- 
cussed at length but the checking of 
the financial stability and reputation 
is exactly the same with any distri- 
butor. The third one, who is going 
to do the work, is the one that has to 
be given a lot of time when talking 


to a prospective dealer, or an old deal- 
er. 

We often try to paint too rosy a 
picture to the prospective dealer about 
the advantages of .being in the elec- 
trical appliance business. This is the 
fault of top management and _ also 
outside sales personnel. Outside sales 
men should be trained to give a com- 
plete picture of the business, both as 
to its good points and its bad. ‘Then 
if the prospect still wants to go into 
the business you usually have a man 
who will develop into a good dealer. 

When you have arrived at this 
point, vou are in a position to sell the 
complete dealer operating package be 
tore the franchise is signed. By hav 
ing a thorough understanding con- 
cerning what the dealer can expect 
from the distributor and what is ex- 
pected from the dealer, a lot of diffi- 
culty can be averted later on. We 
are sometimes too prone to soft pedal 
the requirements and the things we 
know will make a good dealer because 
we are afraid we will not get the man 
to take our line. Let’s help the deal 
er by acting like sound business 
men when we are dealing with them 
They appreciate it and will take you 
into their confidence. 

I am a great believer in getting the 




















MANY TYPES AND SIZES 
WRITE for 54-page illustrated catalog. 
Southern Representatives: 

Verlyn H. Branham J 


180 Interlocken Drive 
N. W. Atlanta, Ga. 


. P. Lumpkin 
248 Tranquil Ave. 
Charlotte 3, N. C. 
COPPER TUBE 
& PRODUCTS, Ine. 


CINCINNATI, OHIO 
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Quick Opening . . . Tight Closing 
AUTOMATIC SHUTTER 


Unusually sensitive to air currents, 
causing the louvers to open in- 
stantly when the fan is turned on 
—and snap tight shut when the 
fan is turned off. 

Louver blades equipped with spe- 
cial felt silencing pads. Swivel 
joint with shoulder rivet. Sizes 
from 8” to 72” square—also rec- 
tangular. 


PROMPT SHIPMENT 
OF STANDARD SIZES 














“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installel in attic floor at the base of a 





penthouse, the louvers being operated by the suction of the fan. 


Cy pte ELGO SHUTTER & MFG. CO. 


2738 W. WARREN DETROIT 8, MICH. 











Fluorescent 


and 
Streamline 
Lighting Gintures 


| 


Residential. commercial and 


industrial. A complete line of 
lighting fixtures for homes, 
factories, offices and stores 


Write for catalogue and prices 


Lithonia Lighting Products (o., Inc, 
Mfgrs. of Fluorescent and Incandescent Fixtures 


LITHONIA, GEORGIA 














YOUR FAN MARKET 
1S WAITING 





This REX W-16 Portable 
Is One of 12 Models Available 
In Sizes From 14” to 50” 


@ A desert wanderer, dying of thirst, is 
easily sold on the advantages of clear, 
cold water. By the same token, house- 
holders sweltering in next summer’s 
heat will be easily sold on the advantages 
of cool comfort. Thus, part of your 
selling job is done by nature. But — 
to be sure the call to comfort is directed 
your way, be ready with the best in 
fans — smart, efficient REX Airate 
Fans! The W-16 Portable model, for 
example, offers a resilient, hub-mounted 
1/25 H.P. Redmond motor, four over- 
lapping aluminum blades, 3-speed con- 
trol and many other top selling features. 
Write today for complete catalog infor- 
mation on the entire REX line. 


- 

: ir 
mm—(—_CONFROLS-1NC- 
Div. of 
The Cleveland Heater Co. 


2310 Superior Ave. Cleveland 14, Ohio 
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DEPENDABLE 


Floodlighting 


WITH MINIMUM 
MAINTENANCE 


Bie-National heavy duty 
floodlight equipment is built to 
withstand severe operating con- 
ditions; to provide the reliable 
lighting needed for protection, 
and for outdoor night work. 
Pyle-National reflector design 
and light control lenses assure 
high efficiency lighting with 
proper distribution for maxi- 
mum usefulness. The wide 
range of types and sizes, from 
100 watts to 2000 watts, allows 
individual requirements to be 
met easily and economically 
substantial weatherproof con- 
struction with sealed interior 
gives maximum protection to 
reflector and lamp bulbs. In- 
terior cleaning and other main- 
tenance is greatly reduced. 
Write for Catalog 2100 giving 
full information, with beam 
efficiency, candlepower, and 
light distribution data. 


THE PYLE-NATIONAL COMPANY 


1354 N. Kostner Avenue, Chicago 51, Illinois 











job done by leading and encourag- 
ing a person into accomplishing the 
things that you set out to get done. 
The dealer becomes accustomed to 
doing the suggested things to such 
an extent that he is telling you how 
well the plans work. He even gets to 
the point where he thinks he thought 
them up. Fine—let him have all 
the glory of it and go so far as to pat 
him on the back if this will get the 
desired results. 

After the dealer is signed up and 
operating, there arise quite a few 
danger periods and the distributor is 
the one to help guide him over these 
rough places. 

The dealer has been operating— 
say for a year, doing well, has money 
in the bank, co-operates in every re 
spect, and is one of your outstanding 
dealers. You are proud of him and 
the way he has responded to vour 
treatment and also his own initiative. 
(hen one morning vou call to find 
that he has let some smooth, high 
powered salesman come in and load 
him to the ceiling with a get-rich 
quick scheme. You feel bad because 
vou know he has tied up a lot of his 
operating capital, that vou helped 
him earn, with a slow-go proposition. 
He is feeling not quite so enthusiastic 
because he is beginning to sense the 
trouble he has let himself in for. The 
transaction could possibly have been 
eliminated if the distributor had been 
as aggressive with his dealer afte 
twelve months as he was when he 
first signed up the dealer. 


Tennessee Valley 
Electrical Show 

(Continued from page 41) 
these attractive miniatures gave a gra- 
phic picture of the evolution that 
has taken place in cooking and refrig 
eration. 

“Junior,” the refrigerator that walks 
ind talks, and who made his southern 
debut in 1948, put on a show that 
was one of the major attractions of 
the electrical exposition. He pe: 
formed at the distributors’ booths of 
the General Electric Supply Corpora 
tion. 


Washerterias Boost 
Home Laundry Sales 
(Continued from page 44) 


Regular ironer demonstrations are 
held every two months, but individual 
demonstrations are given at any time. 
The periodic demonstrations given to 
garden clubs and other groups attract 
from 50 to over 100 registrants, but 


those daily individual demonstrations 
often produce the best prospects. 

A woman who uses the washer- 
teria is already interested in doing het 
own laundry work. She is willing to 
go to the trouble of bringing her bun- 
dle to Kraft’s. where she must some- 
times wait her turn at the washing 
machines. It is not difficult to con 
vince such a customer that the 90) 
cents she spends a week in the washer- 
teria will go a long way toward pay 
ing for a complete home laundry out 
fit, including an ironer. 

Kenneth Kraft does not mind this 
strong competition in his own store. 
He is essentially in business to sell 
appliances. Though the washerteria 
is profitable in itself, its greatest value 
to him is the number of prospects it 
creates and the valuable traffic it 
brings to the handsome Kraft build 
ing, located in a section of the cits 
that is definitely out of the traffic 
area. 

“T did not hesitate to build my new 
House Of Appliances far from the 
business section,” he said. “I knew 
that I was going to create my own 
traffic, and that the good parking 
facilities I could offer in my neigh 








RONLY.) 


WIRE and SN 
CABLE with the Ye" 
DuPont 

NEOPRENE JACKET 


Year after year, on every kind 
of tough job, more and more 
wire users are specifying 


BRONCO 60 cords and cables 


with the Neoprene jacket 
Coils easily does not kink 
or tangle Resists o chem- 
icals, abrasions, and rough 
usage. Its extreme flexib lity 


means long life, easy han- 
dling, lower maintenance cost 


ond safer operation 








Write today 
for the name 
of vour necrest 
BRONCO 
distributor 








WESTERN INSULATED WIRE CO. 


1001 E. SIXTY-SECOND ST.*LOS ANGELES 1, CALIF. 
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FREE for the asking. Write for illustrated cata- 
log and price list of the complete Litecraft line. 





it pays in many ways to specify . . GMa LIL 





FA2 Available in double or single units 


B2H Also available in 3 and 4 units 





BD2 With adjustable swivel 


LITECRAFT MANUFACTURING CO. 


135 ROME STREET, NEWARK 5, NEW JERSEY 


*Reg. U. S. Pat Off. 


FOR MODERN, COMMERCIAL INTERIORS 


Just Look At These PLUS Features: 


@ PRECISION ENGINEERED by lighting ex- 
perts for greater efficiency. 
@ ATTRACTIVELY DESIGNED in_ heavy 
gauge aluminum with satin chrome finish. 
COMPLETELY WIRED ready for easy in- 
stallation and trouble-free performance. 
PRICED RIGHT to meet competition. 


A20W May 
be inverted 
for indirect 


lighting 





MARKET 2-8063 




















Correspondents Wanted 


An Opportunity for Men in 
the Electrical Industry 
Who Can Write Up the News 


If you are associated with the electrical 
industry—know what is going on in your 
territory—and have the knack of putting 
it in writing—here is a splendid oppor- 
tunity to serve the industry and to earn ex- 
tra money for yourself in your spare time. 

Electrical South’s present plans include 
a greatly expanded coverage of local 
news—merchandising campaigns, adequate 
wiring promotions, association activities, 
ete. Additional correspondents are needed 
in many of the trade territories in the 
Southern and Southwestern States. 

You can obtain complete details by 
writing at once to the Editor of 


ELECTRICAL SOUTH 


806 Peachtree St., N.E. Atlanta 5, Ga. 
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HAli-Scale 
BAKELITE 
Wire Connectors 
wit h, 
COMPLETE 


CONFIDENCE 


Sizes for combinations from 
two No, 18 to three No, 10. 








Regional representatives in all important 
territories Warehouse 
stocks in various loca- 
tions for quick deliv- 
eries. 


TOP QUALITY— 
REASONABLY PRICED. 





Maa) 0008) RRR RR) RRR RR 


1) a 2 fz; 2 a 


I 


Write for price list, catalog sheet ond . 

complete details. = 

a 

Hi-Scale Products Corp. © 

= 

SES =|«217 Centre St. New York 13,N.Y. & 
95 





borhood location would be worth 2 
lot to my customers and prospects. 

“I want prospects to come to the 
store, where they can see frequent 
demonstrations of all our appliances 
in a setting especially designed for 
more sales.” 

The washerteria customers produce 
many valuable names for house-to 
house calls by the five salesmen and 
women. 

Mrs. Thorpe finds it profitable to 
get the names of the washerteria cus 
tomers and have them invite her to 
call at their homes. With the namc 





A SIZE and TYPE for every need! 





Easy to apply 
No special tool needed 





WRITE FOR BULLETIN 8-DF 
KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 








4 
SJ VINE AT THIRD-ES * CINCINNATI 2, OHIO 


of the prospect in her note book, she 
sometimes deliberately knocks on the 
wrong door. ‘This wrong door is a 
neighbor of the real prospect. When 
the woman opens the door, Mrs. 
Thorpe smiles and greets her by the 
name of her real prospect. 

The woman then tells her that Mis. 
Brown or Mrs. Jones lives farther 
down the block, or over on the nexi 
street. She is in that slightly genial! 
mood of the one who is doing another 
a slight favor. Mrs. Thorpe follows 
up her advantage by saying that she 
has been invited to call at Mrs. 
Brown’s house to talk about home 
laundry equipment. 

“And I would like to tell you about 
it, too,” she says. 

Nearly always she is invited into 
the house, where she accumulates in- 
formation on what equipment is own- 
ed and desired for future purchase. 

Of all the equipment that Mrs 
lhorpe sells and promotes, she is 
most enthusiastic about the ironer. 

“An ironer demonstration — fasci- 
nates practically everyone,” she says 
“T consider every woman who owns a 
washer or who patronizes a washer- 
teria a Number | prospect for an iron- 
er. ‘The main block to an immediate 
sale is the woman’s doubt that she 
can iron everything efficiently on the 
ironer, and here is where the demon- 
stration overcomes this last barrier. 

“T like to wander about the washer- 
teria and watch the customers wring 
out a piece of clothing that presents 
special difficulties in ironing, such 
as a shirt or a ruffled blouse. When 
[ begin talking to that customer about 
the ease with which the garment can 
be ironed on an ironer, every woman 
within hearing distance gives her at- 
tention.” 

The ironer used for demonstrations 
is placed in the corner of the store 
devoted to the model kitchen. ‘That 


gives a homelike background and 
plenty of room for the demonstration. 

The model kitchen is an active one, 
with a stove that cooks, refrigerator 
that freezes, and enough electric out- 
lets to demonstrate a number of small 
appliances. 

Kraft’s Home Of Appliances is con- 
centrating a lot of sales energy just 
now on home laundry equipment, but 
the handsome store truly lives up to 
its name, showing a complete assort- 
ment of everything electrical for the 
home. 

Commercial refrigeration and_ air 
conditioning are also highly profitable 
activities, and one long front section 
of the store is devoted to them. 

In business for sixteen years, Ken- 
neth Kraft has made his volume grow 
until now he is operating in his own 
building, which he planned and con- 
structed for the display and demon- 
stration of everything he sells. 








Cibo 


Anti-Corrosive Paint 
for 
Galvanized Structures, 


Including Fences, 
Applied in a single coat 


tubox. nc. 


HACKENSACK, N. J. 








SALESMAN 


Public Utility background in Sales, Account- 
ing and Public Relations. Desires Selling con- 
nection preferably in Western North Carolina. 
Member |. E. S. and especially interested in 
Lighting Sales and Engineering but would 
consider any interesting proposition. Available 
first of year. Box 630 Electrical South, 806 





Peachtree St. N. W., Atlanta, Ga. 

















Al Aluminum 
AGE 


sectional LAMP Post 


2 SIZES 
FOR ALL LANTERNS 


Manufactured by 


NEW BRITAIN, CONNECTICUT 





IN “OVER THE Bat 


COUNTER” 


PACKAGE FORM 





Swain & Hridg 




















#4 your copies. 


oJ 








Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 


ELECTRICAL SOUTH 
806 Peachtree St., N. E. 


Atlanta 5, Ga. 
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ceiffy 
CLAMP-IN 
BOX SUPPORTS 


Quickly installed in any 
kind of wall — sheet- 
is rock — beaver’ board 
— lath and plaster — 
wood — metal lath, ete. 
® Holds switch boxes . 


e firmly. without sere-vs 


e or nails, 








NO-KINK FISH TAPE : 


For Aluminum and Steel Conduit 











Pushes and pulls around four 90° bends ® 
in aluminum conduit and six in steel with 
ease. Rust proof aircraft control type cable, ° 
coil spring covered, will not kink, break or ° 
gouge. Slips past boxes and conduit ends— 
no curling—requires fewer boxes and fit- e 
tings. Lengths 25—50—100 feet. 
es 

Polyvoltester Super Expansion e 

. Anchor 

Snap-in Blanks — 

z Hole Cutters e 

Line-up Washers Solder Dippers 














Dept. 35, 1144 W. Washington Blivd., Chicago 7, Ill. 





FEATURE 
THE FAVORITE... 
NALCO "yii* LAMPS 








Popular demand means repeat 
business! For initial installation 
or replacement, fill your orders 
promptly by maintaining a full 
stock of Nalco Infra-Red Lamps. 
Especially designed for mainten- 
ance, and production drying 
lines, Nalco Infra-Red Lamps have 
long-lasting carbon filament and 
sealed reinforced base—give con- 
sistent, dependable satisfaction. 
Nationally advertised. 















For INDUSTRIAL PLANTS, 
AUTOBODY SHOPS, SIGN 
SHOPS, WOOD WORK- 
ING PLANTS—and pro- 
cess and production fin- 
ishing in many industries. 
N Iso Infra-Red Lamps 
are available in a 
variety of styles, in 
either inside - alumi- 
numed or clear glass 
type. 


CARL HENRY 
170 Ellis Street, N. E. 
Atlanta, Ga. 





1041 Tyler St. 
St. Louis 6, Mo. 





U. S. Patent No. 1.933.55 


SOLDERLESS 


WIRE CONNECTORS 
=. 


FAST! EFFICIENT! 
ECONOMICAL! 
SOLAR ELECTRIC CORPORATION 


WARREN, PA. 





STRIP ENDS! 


“iis —— 
aae——— 


SCREW IT! 





—S 





THAT’S ALL 
WITH 
SCRU-ITS! 
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THE 

PN gel Vile 
SHUTTER 

WITH ALL THE 
FEATURES 

















FRONT VIEW—CLOSED 


IT TAKES THE LOAD OFF THE FAN! 


Aluminum louvers open fully, permitting capacity fan 
operation. New heavy reinforcement strip adds strength and 
long life to the louvers, assures quiet operation and perfect 
counterbalance, prevents rattling. Deep shroud protects shutter 
from high winds. Tie-rod, brackets and bearings inside frame, 
not exposed to weather. Special finish resists corrosion. Many 
other features. 


WRITE FOR NEW AIR-FLO CATALOG 43-B 


Illustrations and details of the complete Air-Flo line. 








Air Conpitioninc Propucts Co. 


2340 W. LAFAYETTE BLVD. -+ DETROIT 16, MICH. 











BELT-DRIVEN — 
COOLING FANS 
are SUPERIOR All Ways! 


Serve the Dual purpose of AIR COOLING and VENTI- 
LATING — in homes, offices, apartments, industrial 
plants. Afford GREATER air capacity, quiet operation, 
easier installation. Streamlined design. Tubular steel 

Tin construction. In a wide range of sizes. 
They’re PROFIT BUILDERS. 


WRITE FOR FULL INFORMATION 


SECO WINDOW FANS 
FOR TOP SUMMER COMFORT 


SECO -LITE MANUFACTURING CO. 





4916 EASTON AVE. ST. LOUIS 13, MO. 
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ADVERTISER’S INDEX 


The Advertiser’s Index is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 


A 








Adacar Mfg. Co. 86 
Adam Electric Co., Frank 24 
Air Conditioning Products Co. 97 
Air Controls, Ine. 93 
Air Cooling Engineering Co. . 
Air Equipment Co. 

All-Steel Equip., Ine. 

Aluminum Co. of America 

American Coolair Corp. 25 
American Machine & Metals, Inc. 
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Ilsco Copper Tube & Produces, Inc 92 Simplex Wire & Cable C« 11 
Insulation & Wires, Ine. Slater Electric & Mfg. Co. 3 
Insulation Mfrs. Corp 12 Smitheraft Lighting Divisior * 
Solar 2ctric Corp 97 
Sorgel Electric Co. 
J Southern Electric Corp. 67 
Southern Lighting Manufacturing Co 
Jones Metal Prod. Co 86 Square D Co 19 
Sta-Brite Fluorescent Mfg. Co. 81 
K Stewart, S. J. 80 
Stone Manufacturing Co. 
. : . ‘ Subox, Ine. 96 
ss Moa mag 170s 74 Swain and Bridge 96 
Kearney Corp., James R 
Kett Tool Company 0 ii 
Keystone Electric Manufacturing Co. 
Kreuger & Hudephol 16 : 
Kulka Manufacturing C Triangle Conduit & Cable Ce 56 and 57 
lribble’s, Inc. 
L Trumbull Electric Mfg. Co 
Lau Blower Co. U 
Lint, Clyde W. 97 , 
Litecraft Mfg. Co. 5 Union Insulating Co., Inc . 
Lithonia Lighting Products Co. ) United States Rubber Co In 
Lowell Insulated Wire C« ° (Tape Division) 
United States Rubber Co., Inc 
M Wiring Division) 
( S. Treasury 6 
U. S. Steel Corp. 65 
M & W Electric Mfg. C« Inc. 82 Up-Right Scaffolds 83 
McGill Manufacturing Co., Ine. 
Marcus Transformer Company, Inc. 87 
Meier Electrical & Mach. Co., Inc. 6 6 OV 
Mid-South Supply Co. 
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Send for your FREE copy! 


Do you know that Texas leads all 
states in number of electrified farms 
... North Carolina has more electri- 
fied farms than Illinois, Michigan or 
Pennsylvania . . . Georgia has more 
electrified farms than California— 
more thanthesix New England states 
combined? 

The 14 Southern states now have 
1,813,175 electrified farms—43% of 
all the electrified farms in the entire 
United States. 

Southern farm families will spend 
$695,472,000 for electrical equip- 
ment,homeappliancesand plumbing. 

These facts and many more are 
contained in the 28-page booklet en- 
titled THE Rurat SoutH ts WIRED 
FOR SALES, which traces the phe- 
nomenal growth of rural electrifica- 
tion in the South. 


ELECTRICAL SOUTH for JANUARY, 


This booklet contains a 1948 county 
count of the South’s electrified 
farms, available nowhere else. 

It lists uses for electricity on the 
farm and in the home and gives you 
facts and figures on the Southern far- 
mer’s enormous, new buying power. 

This booklet outlines the efforts 
of leading manufacturers to develop 
this vast market and tells a detailed 
story of how one Southern dealer 
built a $350,000 business selling 
electrical equipment, home appli- 
ances and plumbing to farm families 
in one typical rural community. 

Obtain your free copy of THE 
RURAL SOUTH Is WIRED FOR SALES, 
simply by writing to The Progressive 
Farmer, Birmingham 2, Alabama. 
It comes to you without charge or 
obligation. 
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OSI0DN For 


material for in- 


stallation of all types of lighting equipment, 
from high line to the last outlet. Also included 


The Austin Line provides 


WEATHERPROOF 
Yard Lights 


New Austin WPL-114 
fixture made of rustless 
aluminum, with 12” con- 
duit threaded hub in 
back and bottom. 14” 
reflector. 





MPN NzEDs 


are Yard Lights, Remotrol Remote Control 
Switch, Weather Tight Outdoor Lighting Fix- 
tures, and a complete line of fixture fittings. 















No. SWB-12 fix- 


No. SPB-12 fixture for exterior wir- ture for connec- 


ing, straight bracket with pole or tion to nog 
wall mounting bracket. 12’ reflector.* Straight Socaues 
with adjustable 


mounting flange. 
12” reflector.* 


*SPB-14 and SWB-14 
have 14” reflectors 














WEATHER TIGHT 
Outdoor Lighting Fixtures 





REMOTROL 








REMOTE CONTROL SWITCH 
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| / Controls yard lights from as many 
: ; different switch stations as required 
ee J 
ene J 
No. REA-2 for 4” No. REA-3, 100- No. GC-100, 100 No. REA-1 Pen- 
square, or 314" watt guard for watt globe for dant type, com- 
and 4” octagon use with Nos. use with Nos plete with globe 
outlet boxes, with REA-1 and REA- REA-1 and REA- —no guard. 
globe—no guard 2 fixtures. 2 fixtures. 
Write for complete information and prices 
Studs, Extension Pieces, Nuts and Straps 
i |e,  § § - eres cme 
— {Aust | 
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WE SELL EXCLUSIVELY 
THROUGH WHOLESALERS 





NORTHBROOK, ILLINOIS 


ELECTRICAL SOUTH for JANUARY, 1949 























Compact and flexible, the Gibson Scrip-Lite means quicker, 
easier installations—more satisfied customers—increased profits 
to you! 

Gibson Strip-Lites can be installed at a lower cost because 
the channel is a complete unit in itself making it possible to 
install either a single unit or continuous rows of strip-lites, 
after which they can be wired in withour further handling. 
The sliding socket racks plus numerous knockouts furnish easy j Ad 
access to all working areas and the widest possible range of 
adaptations to almost any desired electrical application. Archi- The sliding socket rack provides easy 
tects and engineers recommend it for greater customer satis- | Oe oh ar CE, Se 
Gibson Strip-Lite simpler to install. 


faction over a long range service period . . . because Gibson ‘ , 
This new rack means that alterations 


Strip-Lite quality and adaptability after installation make these | can be made after installation without 
fluorescent strips the best all-around units with which to build necessitating removal of the channel. 
good will. Equally adaptable for use in home, business or 


{ industry. 


be GIBSON MANUFACTURING COMPANY 


Z 


Narr = 1919 PIEDMONT CIRCLE, N.E. © ATLANTA, GA. 
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WHAT IT MEANS TO WIRE 
WITH TYPE TW 


GENERAL ELECTRIC TYPE TW 
The first...and foremost 
thermoplastic building wire 
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Send for free booklet 


The new free booklet, Building Wires, Electric line. For your free copy ad- 
Cables, and Cords fzr every purpose dress Section W19-124, Construction 
gives more detailed information on Materials Department, General Elec- 
Type TW and the rest of the General tric Company, Bridgeport 2, Conn. 


GENERAL @@ ELECTRI 
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WITH YOUR *@ 


G-E 


MERCHANDISE 
DISTRIBUTOR 


Was asked about BX the 
other day by a young fella 
just starting in the trade. I 
thought everybody knew all 
about General Electric BX® 
armored cable: that it was 
extremely flexible and easy 
to handle and that it goes in to last. 
When I checked my handbook, I found 
another feature I'd overlooked. In sizes 
12 and 14, it’s smaller and lighter in 
weight than ever before, with a special 
bonding strip to insure adequate ground. 


Did you know that 

service entrance cable 

(Type SE—Style U) 

can be installed di- 

rectly on the outside 

of a building with- 

out conduit? You 

can even paint the 

flame-retardant, moisture-resistant cot- 
ton braid if you want to. Another nice 
thing about this high-quality product is 
that, on short spans, you can run it from 
the pole right through to the meter 
equipment. 


Had a call from Bill 
Brown for some in- 
formation on the 
wiring of his new 
livestock barn. One 
of the requirements 
was that the cable 
had to withstand weather extremes, and 
fumes and corrosive vapors. I told him 
the General Electric people must have 
had him in mind when they designed 
Super PVX® nonmetallic sheathed cable. 
This top-quality cable is for those diffi- 
cult jobs where easy installation and 
long service life under the worst condi- 
tions are important. Super PVX comes 
in ivory or brown color to give a trim, 
neat appearance on surface wiring jobs. 
Stop by for a sample. 


AND 


CABLES 
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